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SPECIAL FEATURE: An economist cites importance of insurance in inflationary times—P. 25 





ited... sell.2)—7 


There's a real thrill in selling for 
UNITED OF OMAHA...a vig- 
orous, fast growing, enthusiastic 
organization...one of America’s 


foremost life companies. 


And there’s plenty of excitement 
in United of Omaha’s REALIS- 
TIC new plans...always up-to- 
the-minute in protection service 

. always in the front rank in 
the planning and thinking of the 
life insurance industry. 


Here are THREE plans that 
are helping United of Omaha to 
maintain its record growth. With 
these plans, and others, United's 
representatives are surging ahead 
to a banner year, toward the fast- 
approaching goal of TWO BIL- 
LION DOLLARS of life insur- 


ance in force! 


} 
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Latch onto a high-pay sales career 
in your own home territory. You 
get complete and continuous 
training at one of UNITED'S 
Comprehensive Sales Schools. . . 
training that helps you get a quick 
foothold in one of the country’s 


best paid sales organizations. 
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SPECIAL CHILDREN’S PLAN 


. » 


Newest idea in life insurance .. . ad- 
vertised in Parents’ Magazine... for 
one yearly $30.00 premium it pro- 
vides $1500 insurance for each child 
in the family. Includes all children 15 
days to 18 years .. . protects them to 
age 21. New arrivals are automat- 
ically included after 15 days old 
AND THE PRICE STAYS THE 
SAME ...ONE COST FOR 
THE YEAR, REGARDLESS 
OF NUMBER OF CHILDREN \PARENTS 


OR AGE. 4 


Tay 
Wei’, 
CES 


THE G.1.B. PLAN 


FOR YOUNG DADS 


Guaranteed Insurability Benefits! Provides im- 

mediate family protection when first physical 

establishes insurability. Then, at various ages up 

to age 40, additional protection can be secured, 

regardless of health, and with no further physical 

examination. It's the perfect plan for young Dads 
. it grows with his needs and income. 


THE 20-20 CASH REFUND SAVINGS PLAN 


Here's the plan with a FUTURE... offers full cash refund PLUS life in- 


surance protection. 
both effectively. 
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rs DETAILS 
a fms WRITE: 


UNITED OF OMAHA 
Omaha, Nebraska 


It's a plan that does TWO JOBS and does them 
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OF OMAHA: 


United Benefit Life Insurance Company 
More Than One-and-Two-Thirds Billion Dollars 
Insurance In Force 
HOME OFFICE: OMAHA, NEBRASKA 
N. MURRAY LONGWORTH, President 





will the boom BLOOM AGAIN? 


Many economists, financial writers and 
businessmen agree that the 
sales forecast for this fall is bright. 


Nation’s Business, for example, predicts 
1959 gross national product will reach 
$485 Billion; 1958 total was $437.7 Billion. 
The New York Herald Tribune 
reports government economists are 
increasingly optimistic about the business 
outlook...they are particularly impressed 
by industrial production, continuing 
record-breaking increases in consumer 
income, an unexpectedly large volume of 
home-building starts, business purchases of 
inventories and rising consumer buying 

of hard goods. In fact, almost all economic 


signposts are favorable. 


Some experts believe the Boom is about to 
bloom again. But even if their predictions 
prove to be overly optimistic the odds 

are weighted against any sales-killing frost 
in the immediate future. All signs point 

to “fair and warmer” sales-weather 


for the autumn of 1959. 


Take advantage of this favorable forecast. 
Plan your fall sales program now. Then 
you'll be able to move into high-gear right 
after Labor Day. Don’t miss any of 


the good selling days ahead. 


Remember, our Advertising Department 
can provide high-calibre sales ammunition. 
Write our Advertising Department 

(14th Floor), North British Group, 

150 William Street, New York 38, N. Y. Ask 
for promotional ideas, sales folders and 
sample letters on the coverages you 


want to promote. 


— of 
A MULTIPLE Peto LINE GROUP Branch Offices: 


Established 1809 


Atlanta 


North British and Mercantile Insurance Company Limited Philadelphia 
The Pennsylvania Fire Insurance Company Detroit 
The Commonwealth Insurance Company of New York Chicago 
The Mercantile Insurance Company of America Kansas City 
The Ocean Marine Insurance Company Limited San Francisco 


Central Surety and Insurance Corporation Dallas 


Administrative Office: 150 William St., N. Y. 38, N. Y, 
Denver 
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000,000,000 


...and 1° 


* to G-R-O-W on! 


Proud as we are of having reached 
$1 billion of insurance-in-force, we’re looking 
ahead to still greater achievements 


jn the future. 
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™ Ohio National \Life 
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These Names Make News: 
Christensen, Acree, Horr 


Walter J. Christensen, president 
of the America Fore Loyalty 
Group, Newark, N. J., was 
elected president of the South- 
Eastern Underwriters Associa- 
tion. He succeeded John H. 
Ledbetter, general manager, 
southern department, Hartford 
Fire Group. Thomas E. Sims, 
Jr., vice president of the Fire- 
man’s Fund Group, Atlanta, Ga., 
succeeded Mr. Christensen as 
vice president of SEUA. 

John T. Acree, Jr., president of 
the Lincoln Income Life, Louis- 
ville, has been elected president 
of the Life Insurers Confer- 
ence. 

Robert Horr, president of the Ag- 
ricultural Insurance, has been 
elected chairman of the board 
of Anchor Casualty. H. W. 
Tomlinson and E. J. Dickey, Jr., 
vice president of Agricultural, 
were added to Anchor Casu- 
alty’s board. 

Harry A. McDonald has_ been 
elected board chairman of the 
American Investors 
tion, Nashville, Tenn. He suc- 
ceeds Jimmie Davis, former 
Louisiana governor. Dr. E. C. 
Lunsford was elected to the 
board. He was formerly presi- 
dent of American Life Savings, 
Miami. Also elected to the 
board were James Dean, a for- 
mer president of Florida Sun 
Life, and executive vice presi- 
dent John B. Salsbery. 

Lester S. Harvey, president of 
New Hampshire Fire, has been 
elected chairman of the execu- 
tive committee of the National 
Board of Fire Underwriters. 
Clarke Smith, U. S. manager 
and general attorney of the 
Royal-Globe, was elected secre- 
tary. 

A. Roberts, F.C.LS., has been 
elected president of the Life In- 


Corpora- 


Institute of Canada. 
He is vice president and comp- 
troller of the Mutual Life As- 
surance of Canada. F. G. 
Shurly, associate secretary of 
the Imperial Life of Canada, is 
first vice president. 

Charles R. Tyson has been elected 
executive vice president of 
Penn Mutual Life, Philadel- 
phia. He will continue as a 
member of the board of trus- 
tees on which he has served for 
ten years. 

Lachlan Campbell, vice president 
and chief actuary of Sun Life 
of Canada, has been elected 
president of the Canadian As- 
sociation of Actuaries. 


surance 


Paul C. Buford, who 
was previously pres 
ident of Shenandoah 
Life, has again been 
elected to that post 
following resignation 
of Blake T. Newton, 
ar. 

Dr. James H. Ready, medical di- 
rector of the General American, 
St. Louis, Mo., was elected 
chairman of the American Life 
Convention medical section. He 
succeeds Dr. Joseph Travenick, 
Jr., of Occidental Life, whose 
term expired. 

Charles E. Pledger, Jr., has suc- 
ceeded Arthur A. Blanchet as 
president of the International 
Association of Insurance Coun- 
sel. 

Marian G. Lechner, librarian of 
Connecticut General Life, has 
been elected 1959-60 chairman 
of the Insurance Division of the 
Special Libraries Association. 
Mona Martin, of Great West 
Life in Winnipeg, was named 
vice chairman. 

Continued on page 6 
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When your life depends on your eyes... 


Safe driving depends upon your eyes—eyes 
that give you clear, quick, accurate pic- 
tures of traffic situations during the day 
and especially at night. 

Yet, traffic experts estimate that there 
are about three million drivers whose vision 
is dangerously impaired. 

All drivers, of course, should know the 
condition of their eyes, even if vision tests 
are not required for a driver's license. It’s 
wise to have your eyes examined by an eye 
specialist before you become a driver—and 
have them rechecked at least every two 
years thereafter. 

Should you notice changes in your vision 
between examinations, see your doctor for 
another eye test. 

If you have a visual defect that requires 
properly fitted glasses—be sure to wear 


them every time you drive 

Some people whose vision is normal in 
good daylight do not see well at night. This 
is one of the reasons why fatal accidents 
occur about three times as frequently at 
night as during the day. 

For safer night driving, always observe 
the following rules: 
1. Reduce speed greatly when facing the 

glare from headlights—and don’t speed 
up immediately after passing. It takes 
time to recover vision fully after blind- 
ing by headlights. Blinding even for a 
second can be dangerous. 
Never look directly at oncoming head- 
lights. Watch the right side of your lane, 
noting the position of the oncoming car 
out of the corner of your eye. 


3. Don’t wear sunglasses at night. 


4. Always drive at a speed that will permit 
you to stop within the distance illumi- 
nated by your headlights. 


If you take a long trip this summer, re- 
member that your eyes can get just as tired 
as any other part of your body. 

To prevent eye fatigue and eye muscle 
Strain, stop now and then and close your 
eyes. Don’t keep them in a fixed position 
Let your eyes move over the whole area of 


your vision. 


Motor vehicle accidents still claim about 
38,000 lives a year in our country The 
driver is the cause of accidents more often 
than the car, the road, or the weather 
That’s why you—and every other driver 
should be sure that you’re physically and 
emotionally fit to handle a car safely, effi- 


ciently and courteously. 
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Metropolitan Life Insurance Company 


(A MUTUAL COMPANY) 


METROPOLITAN LIFE INSURANCE COMPANY 


This advertisement is one of a continu'ng series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in magazines with a total circulation 
in excess of 35,500,000 including Time, News- 
week, Saturday Evening Post, Ladies’ Home 
Journal, Good Housekeeping, Redbook, Reader's 
Digest, National Geographic, U. S. News. 


1 MADISON AVENUE, NEW YorkK 10, N. Y. 
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These Names Make News 


Continued from page 4 
Now it ts ready: 
dec ide: ; William S. York has been ap- 
We will let you ee pointed second vice president 
by Metropolitan Life. Previ- 
ously associate controller, he 
will be in charge of the appli- 
cation of electronic equipment 
to the company’s operations. 


Absolutel y : | Le Dr. William P. Shepard, previ- 
ously medical director, has been 


named chief medical director. 


Finest 


Otto J. Burian, for- 
merly vice president 


Non-Cancellable § FRSg. is 


been elected senior 
vice president and 
chief actuary. 


. e 
Accide mn | it bey Dr. Irvin Klein has been made 
medical director of the New 
York Workmen’s Compensation 


e ; Board, succeeding Dr. Willis M. 
Al 1d Sick I le SS : Weeden. In his new capacity, 


Klein will be head of a staff 


of 51 examining physicians 
throughout the state. 


Contract es H. B. Whitaker has been named 


vice president and chief elec- 

Ag trical engineer in New York for 

ee the Underwriters Laboratories. 

On The Market oe R. D. Barton was elected assis- 
Bs tant secretary in Chicago. 

Dr. O. D. Dickerson, Jr., CPCU, 

CLU, associate professor of in- 

surance and real estate in the 


RED-LINE NON-CAN POLICY Ee School of Business, Florida 


State University, has been ap- 


Please write for a copy of our famous 


On your own agency letterhead. ne pointed editor of The Annals 
. ee of the Society of Property and 
Study it. Compare it. Decide for yourself. Casualty Underwriters. 


Richard H. Tillotson has _ been 
appointed senior underwriting 
vice president for casualty lines 
of American Surety, succeeding 
the late Franklin A. Seiler. 


Individual Health Insurance Department ute Michael J. Gilboy, president of 
: Marketmens Mutual, and Phillip 


CONTINENTAL | Sakis Hck pean dae 


ney, were elected to the board 


y ASS URANCE ce of Union Trust Life, Milwaukee. 
He Matt P. Lowman has been elected 

cS O M PA N Y J aT executive vice president of the 

see Combined American Insurance, 

Dallas, Texas, part of the Com- 





oes 
310 South Michigan Avenue, Chicago 4, Illinois 


Continued on page 8 
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Aid of the Month 


A SURE CURE FOR SALES 
TO DOCTORS AND DENTISTS 


Most medical men have thousands of dollars’ worth 
of professional equipment that is not adequately in- 
sured. And many of them don’t know it! This fact 
presents countless opportunities to give your sales a 
welcome shot in the arm. 

With Aetna’s Physicians’, Surgeons’ and Dentists’ 
Equipment Floater you will be able to offer a special 
policy which can provide all-risk protection against 
the major hazards and then some — whether loss is 
incurred on or off the premises. 

Today, with the great increase in the original as 
well as replacement cost of equipment, the need for 
this protection will be quickly recognized by doctors, 
dentists, optometrists, osteopaths, chiropractors and 
chiropodists in your area 
TO HELP YOU UNCOVER PROSPECTS in this lucrative mar- 
ket we have a sales aid and mailing piece which dra 
matically points out what’s missing in the prospect’s 
existing protection. Your Aetna fieldman will be glad 
to tell you all about it 


ASTNA INSURANCE COMPANY 


HARTFORD TS. CONNEC TIC ut 


Worldwide Insurance through our Foreign Dept., AFIA 
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YOUR ALL-STAR NINE 


The ROYAL-GLOBE’S mobile 
production team in your area. 
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150 WILLIAM ST., NEW YORK 38, N.Y. 
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These Names Make News 


Continued from page 6 


bined group. He succeeds Wil- 
liam Sutherland, who is retir- 
ing, but will continue on the 
board and as a special consul- 
tant. 


Roger Hull (I. above) has been elected 
president and chief executive officer of 
Mutual of New York. He succeeds L. W. 
Dawson, (top r.) who will become chair- 
man of board of trustees. J. McCall 
Hughes (I. below) has become execu- 
tive vice president. L. W. Douglas, cur- 
rent chairman, has retired but will con- 
tinue as chairman of the executive 
committee. 


Henry L. Moffett has been elected 
vice president and secretary of 
the Keystone Insurance Com- 
pany, KAC Acceptance Com- 
pany, and KAC Consumer Dis- 
count Company, Philadelphia. 

William Berry, secretary of Key- 
stone Motor Club, was also 
named a vice president. 

Albert H. Clark has been made 
assistant director of examina- 
tions for the American College 
of Life Underwriters. A special 
department is being set up to 
work with the dean’s office in 
the preparation of examinations 
for the CLU and the Manage- 
ment Education programs. 

Wallace J. Burt, Jr. and Kurt J. 
Urban, vice presidents of North- 
eastern Insurance of Hartford, 
have been elected directors of 
the company. 

Dr. Edson E. Getman has been 
named chief medical director of 


Continued on page 72 


THE SPECTATOR 





J. ARTHUR COPE entered the life insurance business as Agent in 1936. He became Home Office Agency Assistant; and later served 
as Assistant Manager in Detroit, and in Hartford. He was appointed General Agent in Hartford for Berkshire Life Insurance Co. in 1953. 


...the man who thinks he knows all that’s to be learned is 
losing important selling opportunities. What he knew yes- 
terday isn’t enough to keep up with competition today.” 


“That’s a pitfall any salesman can drop into easily enough, 
Mr. Cope. How do you help your producers avoid it?” 


“By actually showing them how much they have to learn, 
no matter how long they’ve been selling. Berkshire’s con- 
tinuous Training Program does this successfully by using 
such advanced techniques as Cinematic Learning. This 
enables the Agent himself to pinpoint his own competitive 
weaknesses and helps him overcome them. The program 
makes it possible to continuously improve and increase 
production and income.” 


“That sounds like the sort of program that makes the 
difference between a job and an opportunity.” 


August 1959 


— “Tnsurance 
isn’t a 
‘know-it-all’s’ 
business... 


“Right. And you set the limits of that opportunity accord- 
ing to your desire and ability to grow with a Company whose 
108-year reputation for sound management and service to 
policyowners has attracted some of the industry’s finest 
Home Office and Field Management men. I would advise any 
young man who seeks a future in Life Insurance that 
today Berkshire offers the greatest potential for  per- 
sonal growth in 
the industry.” 


ERK SHIRE 
LIFE INSURANCE, Co. 


Life, Accident & Sickness, Pension Plans, Annuities 
George D. Covell, C.L.U., Agency Vice President 
PITTSFIELD, MASS. + A MUTUAL COMPANY «+ 1851 





IT PAYS TO SHOP 
NATIONWIDE GROUP 


Wakefern Food Corporation of Elizabeth, New Jersey 
discovered this when it switched to Nationwide. 
Wakefern represents 76 cooperatively owned 

Shop Rite Super Markets. As in any firm... publicly 
held or privately owned...Wakefern’s management 
wanted top-notch health insurance protection 

to cover its stores at minimum cost. 

Nationwide combined the requirements 

for each store into one flexible plan. 

No matter what kind of firm you 

represent it will pay you 

to have a proposal 

from Nationwide. 

Just contact: 

Nationwide Group 

Sales Department, 

246 North High Street, 

Columbus 16, Ohio. 


Mr. Maurice Blond, (Left) Plumencranz & Company, agent of record, 
with Mr. David Angus, Jr., Nationwide Regional Group Manager and 
Mr. David Silverberg, Director of Special Services, Wakefern Food Corporation. 


Pate) had) - 


INSURANCE 


New Ideas fora New Era J 


NATIONWIDE MUTUAL INSURANCE COMPANY + NATIONWIDE LIFE INSURANCE COMPANY + HOME OFFICE: COLUMBUS, OHIO 
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“he’s out 
selling 


CPC” 


“Our agency’s quite a busy place these 
days. This all started 5 months ago 
when the boss read a Combined ad 
that contained an interesting challenge. 
The ad said ‘just ask ten executives you 
know... self-employed, corporation 
officers and professional men if they 
carry Personal Compensation.’ 

Well, sir, my boss thought that was 
worth trying, so he asked a number of his 


friends. I guess most of them said they 
had never heard of it and that’s when 
he inquired about CPC . . . Combined’s 
Personal Compensation plan. 

He’s doing real well with it. Seems 
like just about everybody he talks to 
thinks it’s a marvelous idea to have 
income protection. Why don’t you 
inquire about CPC and turn your agency 
into a busy place like ours?” 


Combined Insurance Co. of America, Dept. 79 
5050 Broadway, Chicago 40, Illinois 


Gentlemen: Please send me details about Combined’s 


COMBINED 


GROUP OF COMPANIES 


W. CLEMENT STONE, PRESIDENT 


Combined Insurance Company of America, Chicago 
Combined American Insurance Company, Dallas 


Personal Compensation Plan 


Na me_ 


Address___ 
Hearthstone Insurance Company of Massachusetts, Boston 
First National Casualty Company, Wisconsin 
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“How I turned a $10 inquiry into 
an $826 premium...on the spot!” 


by a Cleveland insurance agent 


“One day not long ago, I received a telephone call 
from one of my clients inquiring about a Schedule 
Fidelity Bond for his office clerk. Bob Layne, Special 
Agent for The American, happened to be in my office 
at the time and suggested that we make an appointment 
right then to discuss the matter with my client. 


“During our visit, Bob surveyed and analyzed their 
entire Crime Insurance Program and made alternate 
quotations on the spot to coincide with his reeommenda- 
tions. My client was very impressed with the coverage 
gaps pointed out by Bob and, as you can imagine, de- 
cided against the low-premium Schedule Fidelity Bond 
in favor of an entirely new program, covered by The 
American’s Blanket Crime Policy with a premium of 
$826. Furthermore, I was assured that more business 
would be coming my way shortly! 


“It couldn’t have happened at a more opportune 


time. The speedy (and successful) conclusion of our call 


ACCIDENT & HEALTH 
GLASS - 


12 


* ALLIED LINES « AUTOMOBILE 
INLAND & OCEAN MARINE - 


MULTIPLE PERIL. «+ 





on this risk meant that I could leave on time, with my 
family, on the vacation trip we had planned so long. 
And as for Bob Layne, I promised I’d send him a 
postcard first thing. He’s one guy I want to keep in 
touch with!” 


You, too, can help yourself to extra income by 
taking advantage of The American’s fine reputa- 
tion, multiple line facilities and excellent branch 
office services... offering prompt policy-writing, 
expert engineering, premium auditing and speedy 
claim attention. Contact your closest branch office. 
Let us prove to you that The American means business 
.-» MORE BUSINESS FOR YOU. 


«A nenican |nowrance (Froup 


NEWARK 1, NEW JERSEY 
The American Insurance Company « American Automobile 
Insurance Company e Associated Indemnity Corporation 
BONDS - 


BURGLARY + FIRE + GENERAL LIABILITY 


WORKMEN'S COMPENSATION 
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COAST to COAST 


WESTERN AND SOUTHERN LIFE. . . is tringing » 


new kind of personal protection to millions of policyholders and prospects 
throughout the nation. With the Company’s unique “‘Guide to Security”’, 
representatives of Western and Southern are equipped to provide a com- 


v 
plete insurance programming service for every personal and business need. 


THE WESTERN AND SOUTHERN 
LIFE INSURANCE COMPANY 


CINCINNATI, OHIO « A MUTUAL COMPANY «¢ WILLIAM C. SAFFORD, PRES. 
REGIONAL OFFICES: 


Philadelphia, Pa. ¢ Asheville, N. C. * St. Louis, Mo. ¢ Galveston, Texas « Los Angeles, Calif. 
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She New 
110 WILLIAM STREET BUILDING 
home fice of the 
CRUM & FORSTER GROUP 
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CRUM & FORSTER GROUP 


of Insurance Companies 


SOUND, DEPENDABLE INSURANCE 


. mn oe MM... 
SOUTHERN DEPARTMENT 
ATLANTA, GEORGIA 


VIRGINIA-CAROLINAS DEPARTMENT 
DURHAM, NORTH CAROLINA 


WESTERN DEPARTMENT 
FREEPORT, ILLINOIS 





PACIFIC DEPARTMENT 
SAN FRANCISCO, CALIFORNIA 


MOUNTAIN DEPARTMENT 
DENVER, COLORADO 


UNITED STATES FIRE INSURANCE CO. 
Organized 1824 
THE NORTH RIVER INSURANCE CO. 
Organized 1822 
WESTCHESTER FIRE INSURANCE CO. 
Organized 1837 
THE WESTERN ASSURANCE CO, 
U.S. Branch . . . Incorporated 1851 


THE BRITISH AMERICA ASSURANCE CO. 
U.S. Branch . . . Incorporated 1833 
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For field management... 
Conferences featuring the three big 


Midland Mutual’s annual Field Management Conference 
is a ke Y meeting ot key people ... Our Gene ral agents and 
other supervisory personnel. Our objective is to make this 
session genuinely helpful and rewarding to everyone who 
attends. That’s why we build every Conference program 


around the 3 “I's”: 


Information . . . giving field management a complete, 
up-to date picture on Company projects products and 
plans. 

Ideas . . . on successful agency-building . . . “how-to 
do-it” ideas supplied by Midlanders who have done it 
and by specialists from organizations like LIAMA. 

Inspiration . . . the kind of long-lasting inspiration which 
springs from a strong spirit of team work and fellow ship. 


The Management Conference e is one of many plus benefits 
enjoyed by the Men from Midland Mutual. If you would 
like to know more, write Charles E. Sherer, CLU, Vice 


THE 
President and Director of Agencies. Ask about the 
FOUNDATION BUILDER program for new general agents. —MDLAND MO] WAL 
Midland Mutual has immediate agency openings in Florida, Ili 
LIFE /NSURANCE COMPANY 


nois, Indiana, Iowa, Kentucky, Maryland, Tennessee and Virginia 


Opportunities also available in other states. Write Company for ‘ 
Dept. 2 Columbus 16, Ohio 


full information 
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Approximately 500 Equitable representatives now wear the coveted key of 
the Chartered Life Underwriters. The C.L.U. study program at Equitable has 


been, and will continue to be, an integral part of our over-all training pro- 


gram—a program which is not surpassed in the whole field of insurance. 


* 
THE Equitable LIFE ASSURANCE SOCIETY OF THE UNITED STATES ©!957 


Home Office: 393 Seventh Avenue, New York 1, New York 
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Christopher Columbus stands impressively 
before the Municipal Building in Columbus, 
Ohio. Statue was a gift from the peopls 
of Genoa, Italy, in 1955. 


Insurance Endorsed ...for our times... for all times 


by expanding, growing 


Columbus, Ohio 


This state capital, home for more than 30 insurance car- 


riers, increased in both size and population by bringing 


commerce and industry into an agricultural area. 
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Columbus, Ohio oe ee and dis- 


You'll discover, in Columbus, 
Ohio, a growing, expanding metrop- 
olis. It is expanding in the number 
of people who live there and in the 
area the city covers. But it is also 
growing as an industrial and trans- 
portation center, plus increases in 
educational and cultural facilities. 

For insurance people, it is a 
growing center for home offices and 
increasing sales in policies of all 
types. THE SPECTATOR estimates 
that in one year, premiums from 
major insurance lines received from 
the Columbus metropolitan area in- 
creased almost 9 per cent—from 
$83.5 million to $91.1 million. 


High, East Bank 


In 1812, Ohio state legislators se- 
lected a tract of forest “fon the high 
east bank of the Scioto River” as 
the site for their state’s capital. 
They selected “Columbus” as the 
name for the capital to set it apart 
from Franklinton, a then lively 
trading center on the other side of 
the river. 

Now the City of Columbus has 
engulfed Franklinton and many 
other nearby communities and 
grown to rank 28th in population 


Above heavier white roads and intersections 
make up Columbus’ new and_ proposed 
expressway system to aid city traffic. 


At right, central Columbus from the air 
is dominated by the 46-story LeVeque- 
Lincoln Tower. Foreground: Civic Center 
along Scioto River. 
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among cities in the United States. 
Within the last nine years, the area 
of Columbus has more than doubled 
as more and more land has been 
added to the growing metropolis. 

This growth has brought changes 
in the character of the city. Since 
it is a state capital, Columbus still 
has many of its citizens working 
in state and federal administrative 
offices. The trading center for a 
rich, agricultural area, Columbus 
thus serves as a distribution point 
for farm products. 

But it is as an industrial and 
manufacturing center, as an educa- 
tional, research and cultural center 
that Columbus has made the great- 
est strides. In other words, the 
site on the “high east bank of the 
Scioto” has become a well rounded, 
“All American City,” a title it was 


At right, the new Medical Health Center 
at Ohio State University includes hospital 
facilities, nurses training, research center. 


Below at right, Ohio Stadium at the Uni- 
versity seats an average of 80,000 fans for 
each home game of the OSU Buckeye 
eleven, 


Below, Ohio State Capitol building is a 
prominent feature of downtown Columbus 
with statue of President McKinley in front. 





Aucust 


awarded by Look magazine earlier 
this year. 

For these and many other rea- 
sons, insurance companies — more 
than 30 of them—have located their 
home offices in Columbus. This in- 
cludes at least two large “all lines” 
company groups writing every type 
of insurance, including life. 

In June this year, the Columbus 
Citizen estimated that insurance 
companies with headquarters there 
hold a total of $889,000,000 in as- 
sets and last year received $362,- 





000,000 in premiums from all oper- 
ations. Out of these totals, more 
than half of the assets—$471,000,- 
000—and $60,000,000 of the pre- 
miums were to the life companies 
there. 

Although the growth in Colum- 
bus has been most noticeable in the 
last few years, the city has a long 
history of expansion and planning 
for expansion. On page 18, a map 
shows the city’s vast highway and 
parkway construction plans. Six 

Continued on page 80 
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Columbus Citizens Find Insurance 


Flexible... Efficient... Keystone 


MAYNARD E. 
SENSENBRENNER 
Mayor 
City of Columbus 

As the “All America City," Columbus is significantly the home 
of several successful insurance companies. This symbolizes the fact 
that insurance of all types provides the keystone of sound financial 
security and investments. 

As the home of Nationwide, Buckeye Union Casualty, Midland 
Mutual Life Insurance, Ohio State Life Insurance and several others, 
Ohio's capital city is proud to be a part of this important industry. 
It has kept pace, has provided much of the strength that is making 
Columbus one of the fastest growing cities in America. Planning 
for the future with insurance is a fundamental principle which 


corresponds to our city's master plan for progress. 


B. D. THOMAS 
President 
Battelle Memorial Institute 


Insurance is the mechanism by which 
society protects itself from the effects of 
misfortune. It is characteristic of a society 
which is concerned with the freedom of the 
individual. It has little or no significance 


E. D. BIVENS 
Vice President & 
General Manager 
Ohio Fuel Gas Company 


DELMAR G. STARKEY 
General Manager 
Columbus Area Chamber 
of Commerce 


| have always looked upon all forms of insurance as necessary, 
regardless of a man's station in life. As a very young man, start- 
ing out on my first job, | bought the maximum amount of life insur- 
ance that | could afford at the least amount of cost, which naturally 
meant ordinary life. As time went on | added to that program, 
including some endowment. | have never regretted buying my life 
insurance in that way and while today it would be nice to have 
much more in endowments coming due, | really don't need them. 
| had the satisfaction, through the years, of feeling that my wife 
and family were provided for in event of my early death. 

Now that our children have made us grandparents and we 
approach, with a great deal of optimism, the prospect of retirement, 
say perhaps within a five or ten-year period, we count upon the 
accumulated values of these ordinary life insurance policies to 
provide us with a good portion of our income when retirement 
comes. 

There is nothing to make one feel more secure than to be ade- 
quately covered with all forms of insurance. 


JOEL BURGHALTER 
Partner 
Byer & Bowman 
Advertising Agency 


A trite truism in advertising is that no 
two clients or products have identical prob 
lems. And today's status differs from yes- 


in a totalitarian state. 

This is, perhaps, the reason insurance 
plays such an important role in our way of 
life. The insurance companies of our country 
serve in a most efficient manner to protect 
the units of our social organization — the 
individual, the family, the corporation—from 
the catastrophes that would otherwise over- 
whelm them. The significance of insurance 
can hardly be overestimated. 


20 


Trying to imagine what life would be 
like in this country without the protection 
of insurance makes us more aware of its 
importance to each of us. Insurance in all 
its uses protects the economic health cf 
the country as well as fostering economic 
growth. Just as the church protects the in- 
dividual's spiritual investment, insurance 
protects the material investment of both in- 
dividuals and business. 


terday's; tomorrow's from today's. 

The same principles apply to life insur- 
ance. To me, its greatest strength is not 
just basic protection. Life insurance can be 
fitted to every family or corporate need. 
It is flexible enough to cover the exigent 
and still be altered periodically with inevit- 
able changing circumstances. 

Every insurance program should constantly 
be re-appraised. 
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Insurance Endorsed ...for our times... for all times 


by our Presidents 


For more than 70 years, incumbents of the White House, 
speaking for the American people, have made special 


statements for The Spectator endorsing insurance. 


ANNUAL . 
ENDORSEMENTS Mr. President Endorses 
OF INSURANCE 








One of the clearest evidences of the faith of our people in the 

free institutions and the future of America is the fact that 

ns of our citizens own life insurance policies. Their 

of life insurance is more than a great multi-billion 

dollar be wark of family protection. It is also a kind of thrift 

which provides productive capital. This capital, invested in 

farms, factories, homes ieuuansatin utilities and other re- 

sources, helps to give this nation the economic power needed 
to buttress freedom in the world. 


wy SM 


President of the United States 
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Insurance Endorsed ... 
for our times... 
for all times 


by our Presidents 


A | am nov, and I always have 
been, a believer in life insurance. I 
have tried to carry out that belief 
in practice. Besides Government 
War Risk Insurance, which I ob- 
tained in the First World War, I 
have policies in several old-line 
companies. 

Even a poor man can build up an 
estate with life insurance. When 
he does create such an estate, he 
can feel real satisfaction in know- 
ing that his family is protected if 
anything happens. 


President, 1945-1952 


p> The advantages of life insur- 
ance, manifest every day in every 
community, cannot be discounted. 
This form of insurance is part of 
our modern life. To carry adequate 
life insurance is a moral obligation 
incumbent upon the great majority 
of citizens. 


whith: Mme 


President, 1933-1945 


A There is no argument against 
the taking of life insurance. It is 
established that the protection of 
one’s family, or those near to him, 
is the one thing most to be desired, 
and there is no medium of protec- 
tion that is better than life insur- 
Our government has given 
close attention to the insurance 
companies, and they are on so sure 
a foundation that it is in sub- 
stance a guaranty method of our 


ance. 


people. 


) 


President, 1923-1929 


Y If a man does not provide for 
his children, if he does not provide 
for all those dependent upon him, 
and if he has not that vision of 
conditions to come, and that care 
for the days that have not yet 
dawned, which we sum up in the 
whole idea of thrift and saving, 
then he has not opened his eyes to 
any adequate conception of human 
life. We are in this world to pro- 
vide not only for ourselves, but for 
others, and that is the basis of 
economy. 


President, 1913-1921 
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increases the 
world, 


A Life insurance 
stability of the 
raises its moral tone and puts a 
premium upon those habits of thrift 
and saving which are so essential 
to the welfare of the people as a 
body. 


business 


Rowse 


President, 1901-1909 


TFhaetiert 


WY Get a policy, and then hold on 


to it. It means self-respect. It 
means that nobody will have to put 
something in a hat for you or your 
dependent ones if you should be 
snatched away from them. 


mins bLaws 


President, 1885-1889, 1893-1897 
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» A man in office, without means, 
must abandon the hope of making 
the future of his family luxurious- 
ly comfortable. All a man can do 
under existing circumstances to 
safeguard his family is to get his 
life insured. 


Habe 


President, 1909-1913 


> Insurance offers men and wo- 
opportunity to pool the 
financial effects of chance misfor- 
tunes, and is also a good medium 
investment. The 
wide distribution of insurance in 
this country is an invaluable factor 
I believe, 
one of the finest results of our na- 


men an 
for saving and 


in our daily life and is, 


tional development. 


plete, 


President, 1929-1933 


@q Perhaps I shall best express my 
opinion of the value of life insur- 
ance when I tell you that I took out 
my first policy as a youth of nine- 
teen. I have found policies a pretty 
heavy burden upon my resources at 
times, especially in my _ earlier 
years, but I have always found 
them to be very comforting posses- 
sions and, if I had my life to live 
over again, I would seek to take 
more rather than less. 


a 


President, 1921-1923 
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Life Insurance—Most Useful, Most Used 


IFE insurance, because it has aided genera- 

4 tions of Americans in giving continuity to 
their search for peace, has now a greater num- 
ber of members than any other social institution 
that has served mankind in the history of the 
human race. Men from every income group and 
every school of thought are united on the worth 
of life insurance ownership. 

Beyond this evidence of the contribution of 
life insurance to the individual, there is the 
inherent power in one hundred billions of dollars 
used in strengthening the resources of American 
industry and integrity. 

This cumulative testimony of thousands of 
men and women from every phase of society that 
they buy life insurance to guarantee the finan- 
cial integrity and future of themselves and their 
families attests a heritage of freedom. No noble 
in a far off castle, no tyrant pompously parad- 
ing his wishes behind an armed ring of puppets, 
no king in an ivory tower, nor prelate favored 
through divine guidance decides the destiny of 
an American. No state, however Utopian in 
concept, need give permanance to his economic 
future or decree a social level for his family. 

Independent of restraint in his pursuit of life 
and financial security, the American approached 
his enjoyment of these fundamentals as a re- 
sponsible individual. Free to act as he deems 
best to attain happiness for himself and to 
guarantee the welfare of those he loves, the 
American has originated many devices and 


strengthened or made workable many others of 
neighboring and prior civilizations. His most 
treasured possessions are those designed to pro- 


mote the purpose and the means for each indi- 
vidual to establish a way of life without the 
need of charity or the intrusion of public re- 
sources. 

Most useful and most used of the social in- 
strumentalities to further the attainment and 
maintenance of independence is life insurance. 
Though commonly noted as having been first 
written slightly more than a century ago, actual- 
ly it was embraced by the hardy colonists all 
along the Atlantic seaboard. Their love of liberty 
found material expression in life protections 
even before the Republic came into being. 

Life insurance on this continent has survived 
war and economic travail. Depression nor infla- 
tion, war nor demagoguery has not prevailed 
against it. Generations of ardent proponents 
have given it size and influence because they 
preached to willing and understanding ears. 
Today those who devote their business lives to 
the defeat of poverty and want through life 
insurance must not be remiss in spreading its 
gospel of financiall survvival. On every economic 
level men express their beliefs in and reliance on 
life insurance. Only a weakness in the men who 
now comprise the institution can prevent the 
life insurance policy from continuing as the 
American’s last line of defense against poverty 


Ufed: Cillee,. 


and distress. 


cDITOR 
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Insurance Endorsed ...for our times... for all times 


by a Leading Economist 


In his recent study of "Life Insurance and Inflation,” Dr. Arthur R. Upgren 
concludes that even today, "Life insurance represents safety and assur- 
ance of economic protection . .. (and) helps achieve a balanced invest- 
ment program creating values that can be relied on, in time of need.” 


IFE insurance, as has been emphatically dem- 
onstrated in the United States for well over a cen 
tury, has an important, and in fact a basic role to 
play in our complex American society. That impor- 
tant role is unique in that only with life insurance 
can a small sum of money assure that a much larger 
sum can be available to those protected by life in- 
surance. 

There is no way other than life insurance by 
which a small payment can assure at once a much 
larger volume of financial protection for the fam- 
ily. A sum such as $100 a year can secure imme- 
diate protection in the amount of $5,000. This is 
a ratio of 50 to 1. 


Immediate High Protection 

“Mutiplied protection’”—getting protection for 
above the amount put in—is the unique and basic 
role of life insurance. In addition, at the other end 
of our lives life insurance can arrange with maxi- 
mum convenience for the payment of income to a 
living policyholder as long as he lives after retire 
ment. Life insurance immediately gives high pro- 
tection for every dollar invested in it and, with the 
survival of the insured, gives him and his family 
an even flow of income as long as they live. 

Fortunately, life insurance represents maximum 
safety and assurance of economic protection. For- 
tunately, indeed, that protection is afforded in much 
the largest amount when it is first bought and that 
is when it is needed the most. 

There are many additional advantages of life in- 
surance. In addition to high protection when it is 
most needed early in the career of the income pro 
ducer, it provides a convenient form of income 
with certainty for the entire life of the policyholder 
as long as he lives after retirement. 

All this is provided with maximum safety and 
assurance. 

In addition, the very method of the sale of life 
insurance and payment of premiums is one of the 
most effective yet known devices to enforce a de 
sirable high rate of savings. The buyer seldom 
realizes what an extraordinarily good deed has been 
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performed by the life insurance salesman in making 
a sale of life insurance. The salesman has per- 
suaded the buyer of the life insurance to change 
his habits from spending to saving. This is of the 
utmost importance because it lays the foundation 
for progress. Those who do not buy life insurance 
lack this element of personal economic progress. 

The writer can testify to the desirability of buy- 
ing life insurance which provides, in addition to 
protection, the building up of cash values and loan 
values. From an early obtained endowment policy, 
he financed temporarily the peaks in the cost of 
obtaining a college education. Other policies have 
provided the cash loan values for the purchase of 
a new home and more recently for the purchase of 
real estate. 

Yet at all times balance has been maintained be- 
tween an investment in life insurance and other 
forms of investment. But it has been life insurance 
values that have made other investments quickly 
possible, not the other way around. Thus life in- 
surance must come first in an investment program. 
All this has been made possible by the accumulation 
of a substantial fund through life insurance which 
is now available for future living as an approach 
is made to the years of retirement. The certain 
fund was built up through life insurance. 

Those who buy life insurance for the future are 
extraordinarily fortunate in that once again in- 
terest rates now being earned are more generous, 
and the risk of “hard times” and financial debacles 

failures of banks and business on a large scale 

like that of the years 1929-1933 is remote. It is 
safe to say that, even if there should be another 
Great Depression like that of the 1930’s, life insur 
ance protection again will survive unimpaired 
Will the other alterantives have this assurance? 

Because of the fact that our incomes are steadily 
rising and our depressions are getting smaller, 
people today can undertake a growing program of 
life insurance. They can do this because financial 
difficulties are far less likely to arise for them, 
because temporary access to credit if needed is 
always available, and above all because of the firm 
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prospect that incomes for all enterprising younger 
policyholders will rise faster than the cost of living 
to permit an expanded life insurance program. 


Higher Incomes, More Protection 


In the United States in the last ten years, the 
average family income has risen from $4,130 in 
1947 to $6,130 in 1957. It is the rise in income 
which permits the purchaser of life insurance to 
expand his protection to meet the needs of any 
likely enlargement in the cost of living. If we take 
the average hourly-rated factory worker—and here 
we use amounts considerably smaller than average 
family incomes—we find that, for a typical year’s 
work, one single factory worker earned $2,700 in 
1948 and was earning in late 1958 at the annual 
rate of $4,300. This is a rise of 60 per cent in the 
average factory worker’s annual income in precisely 
ten This income, however, assumes no ad- 
vance or promotion in work position or other ad 
vancement leading to higher levels of pay. In this 
same period of ten years, the cost of living, very 
largely the result of the Korean War, advanced 20 


years. 


per cent. 

The central issue which the writer will discuss is 
whether or not life insurance purchased in larger 
amount out of an income increasing much more 
rapidly than the cost of living provides the best 
alternative in contrast to other plans presumably 
providing family protection and which are being 
advanced with great vigor at the present time. 

There is, of course, nothing against the invest 
ment of an individual in American business, real 
estate or other equity investments. It is poor in- 
vestment advice for an individual to rely solely on 
equity investments to provide for his and his fam- 
ily’s future welfare. Investment counselors them- 
selves continuously preach for a balanced invest- 
ment program. 

The grocer, pharmacist, haberdasher 
businessman as well as the home owner already has 
equity investments through his business or home 
ownership. These people need the stabilizing in- 
fluence of cash value life insurance to make sure 
they build up values on which they can rely in case 


or other 


of need. 
Plans for protection with and without life insur- 
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Dr. Upgren is Professor of Economics at Macalester 


College, St. Paul, Minnesota. He has also served 
the U. 


dent of the 


in 


S. Department of Commerce and is vice presi- 
Federal Reserve Bank of Minneapolis. 


This article is taken, with permission, from his book- 
let “Life Insurance and Inflation,” published this year 
as one of Macalester College’s series on “How to Be 
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Your Own Economist 


. by a leading economist 


ance are being advanced these days. They rest 
primarily upon the purchase of common stocks. 
Some of these plans provide for the purchase of 
insurance in the regular way and then borrowing 
out of the accumulations behind the policies all of 
the cash sums which are accumulated year by year. 
This provides something akin to “term insurance.” 
The borrowing plan assumes, of course, that the 
interest paid on the borrowings may then be de- 
ducted for tax purposes. 

Other plans provide for the investment of the 
borrowed funds in mutual funds. Essentially they 
are all, in part or in total, plans where the backing 
is common stocks. 

There is no space to investigate each of these 
plans based fundamentally on common stocks. The 
question can be resolved fairly completely by con- 
sidering whether or not common stocks offer that 
assurance which is consonant with the minimum 
needs of protection in life insurance. 

Recent studies have shown that common stocks 
are by no means a full protection against inflation. 
One such study showed that in the period during 
and after World War I, in France when the price 
level advanced 550 per cent, common stocks ad- 
vanced by 275 per cent or one half the amount of 
inflation of prices. This of course is much better 
than not advancing at all, but in the United States 
we certainly do not propose in any way to have 
anything like a price advance of 550 per cent, let 
alone 55 per cent, let alone even 5 per cent in a 
year. Thus protection against an extreme inflation 
should not be necessarily the objective we seek in 
investment in bonds, stocks, or life insurance. 


An Unwise Choice 


The question now appears as to the advisability 
of basing the protection of the type that has long 
been provided by certain life insurance through 
substituting some form of protection where the 
values are based solely on common stocks. At the 
present time, this would seem to be a most unwise 
choice. It would not achieve the balance advised 
by good investment counselors. 

The reasons are that at present there is ex- 
tremely great market activity in common stocks 
and high prices prevail in the stock market and at 
the same time there is only a most modest outlook 
that we shall have inflation. 

In the past, Wall Street has shown an uncanny 
ability to offer common stocks or participations in 
common stocks at a time when their prices were at 
avery maximum. They may now be doing so again. 
If one were to look back in retrospect to find the 
worst possible time for the flotation of a large 
amount of investment trust securities, one could 
find no better year in which not to buy such securi- 
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ties at all than the year 1929. Yet in that year we 
had a maximum flotation by Wall Street of such 
common stocks or equity securities. The Dow- 
Jones averages for industrial common stocks rose 
to a level of 380 and did not surpass that level 
again for more than 25 years. 


Dow-Jones Average Gain Lower 


Even then the rise in the Dow-Jones average 
would not equal, as a rate of gain, the investment 
of similar funds in bonds with the compounding of 
the interest earned thereon. Money invested at 4 
per cent will double in 25 years even without com- 
pound interest. That money at compound interest 
will of course double in a period of time consider- 
ably shorter than that. Yet in 26 years the Dow- 
Jones averages, from the high of 1929, have in- 
creased by only about 50 per cent and that increase 
has all been since 1954. 

At the present time, the stock market is high. 
Earning yields are low. In fact, in many instances, 
the yields are below the yields on bonds. In the 
years ahead, there is every prospect that the yield 
on bonds will be good, whereas this is at least not 
certain in the case of common stocks. There is al- 
Ways a “crescendo” psychology in connection with 
stocks. Certainly the last three years have repre- 
sented such an atmosphere as did 1929. The one 
who wants insurance protection for his family in 
the event of death or to build values for retirement 
purposes would do well to observe the late Profes- 
sor W. Z. Ripley’s adage “Stop, Look, and Listen’”’ 
before a hasty purchase of common stocks at to- 
day’s high prices. 

In contrast to present low yields on common 
stocks, yields on bonds are good. There is every 
prospect that the yield on bonds will continue to 
be good for a decade or more into the future, what- 
ever may happen to today’s very low yield on com- 
mon stocks. Thus the purchaser of life insurance 
will benefit by the good yields which should be 
earned on the sums he invests via life insurance as 
his method for accumulating an estate for retire- 
ment. 

It is certainly true that we had very low interest 
rates from the mid-1930’s to the early 1950’s. Here 
was a near twenty-year period of low interest rates. 
As a result, earnings on the sums invested in life 
insurance companies for protection were then low. 
It is this picture which has now changed and it is 
very likely going to be changed for a generation 
into the future. 

The low interest rates which prevailed from the 
mid-1930’s to the early 1950’s—even through the 
entire period of the costly Second World War 
were the result of a quintupling in our basic mone- 
tary reserve, gold. Here is that story. 
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In 1929, our monetary stock of gold amounted to 
$4 billion. Devaluation of the dollar approved on 
January 30, 1934, increased the value of this basic 
monetary reserve stock of gold to $7 billion. As a 
smaller quantity of gold was now defined to be a 
dollar by the Gold Reserve Act of 1934, the price 
of gold was accordingly advanced. This advance in 
the price of gold was from $20.67 prior to 1934 
to $385 an ounce according to the terms of the Gold 
Reserve Act. This was our first devaluation in 
precisely a century, the last devaluation of gold 
having occurred in 1834. 

As a result of this advance in the price of gold 
by act of Congress, no less than $10 billion of addi- 
tional gold flowed into the United States in the 
vears from 1934 to 1939. Then, after 1939, this 
inflow was sharply augmented as World War II 
broke out. During the war, 1940 to 1945, another 
$7 billion of gold flowed to our shores, raising at 
one time our stock of gold to the level of $24 bil- 
lion. This was a sextupling in our basic monetary 
gold reserves. 

Total bank credit, which is the major supply of 
money in the United States, was immensely ex- 
panded as the result of this huge expansion in the 
basic monetary reserve. Even though the reserve 
requirements of commercial banks were at one 
time doubled, there were still tremendous excess 
reserves resulting from the huge gold inflow. 


The Why of Low Interest Rates 


As a result, in just the war years the total 


amount of bank deposits and currency expanded 
from $71 billion in 1940 to $176 billion in 1945. 
With this great increase in the supply of money 
and bank credit, naturally the interest rates at 
which this credit was offered for use were ex- 
tremely low. Here we see the cause of low interest 
rates from 1935 to 1953. 

All this has now ended. Our gold stock has been 
reduced from the high point of $24 billion to a 
present level slightly in excess of $20 billion. There 
will be no manipulation of the price of gold again 
in the discernible future. As a result, from the 
supply side of credit, we do not have the likelihood 
of sharp increases in supply such as we had in the 
earlier period which kept interest rates so low. 

Turning to the demand side for credit, the out- 
look is extremely good. We have United States in- 
dustry spending $10 billion a year for research and 
for development. This leads to new methods of 
production, new capital investment, new products 
for profitable sale, and new machinery of increased 
efficiency. As a result, we now have a high earning 
rate on capital. It is this high earning rate which 
is competing in the market places for the some- 
what diminished supplies of capital that will main- 





Insurance Endorsed ... by a leading economist 


tain the present satisfactory interest rates on the 
type of investments made by life insurance compa 
nies well into the future. 

As a result, the average earnings on life insur- 
ance companies have moved up substantially from 
the 1930’s, 1940’s, and early 1950’s to the present 
for more satisfactory yields. In fact on funds put 
to work in 1958, the yield rate has been about 5.2 
per cent where many common stock yields are only 
about 3.2 per cent. 

Consequently, we have ahead a period opening 
up with a fine and large demand for capital without 
excessive credit supplies being available. This is 
what will produce what should be satisfactory in- 
terest rates upon such accumulation of funds as 
are made by life insurance companies. The reader 
will have noticed how generally interest trates of- 
fered for savings by banks and by savings and 
loan associations have increased. A like increase 
in earnings is taking place for the funds held by 
life insurance companies for the benefiteof those 
accumulating cash savings via life insurance. 

In contrast, the yield on common stocks is low at 
the very time that their purchase is now so very 
widely and emphatically urged. In fact, this is one 
of the few periods in our history when the yield 
on common stocks has been and still is below the 
yield on bonds. 

Despite these strong arguments for life insur 
ance with funds invested in bonds, there might 
still be a good argument for the investment in mu- 
tual fnds, and for other forms of investment, pri- 
marily in common stocks. The probability that 
this form of investment would be desirable would 
depend heavily upon the outlook for continued in 
flation. If we do not have inflation continuing into 
the future, this type of investment offers no advan 
tage over life insurance. Let’s look now at the pros 
pects for reasonably stable prices in the future. 


Record Gives Little Comfort 


The record of prices in the United States for 
the past 150 years gives little comfort to those 
who claim that investments must be made in equi- 
ties and common stocks in order to protect against 
inflation. Inflation in the past, except for wartime 
periods, has been the exception and very far indeed 
from the rule. Jt is true that in wartime periods 
prices rise, but they generally do fall a great deal 
after the war has come to an end. 

This was true after the Napoleonic wars in 1815, 
after the Civil War ending in 1865, and after 
World War I when prices plunged severely though 
they did not reach the levels prevailing before the 
outbreak of World War I. It has not yet been true 
after World War II and, because of the already 
discussed great increase in our supply of currency 


and bank credit, it is not likely that prices this 
time will fall sharply. 

The impressions of inflation which are prevalent 
today are impressions gained from a very peculiar 
set of circumstances which certainly do not augur 
that such inflation will be repeated. Moreover, the 
record does not show evidence of creeping inflation. 
Rather, what has happened has been that in World 
War II (and immediately after) there was a very 
sharp rise in prices with the cost of living fully 
doubling. Then in late 1948 prices started to de- 
cline only to rise again with the outbreak of the 
Korean War in mid-1950. That rise in prices was 
substantially ended by 1951. 


Cost of Living Stable for 5 Years 


Then came five years in which the cost of living 
remained more stable than perhaps in any five 
years in our country’s history. In this five-year 
period, wholesale prices declined about 6 per cent. 
Finally came the period from early 1956 through 
mid-1958 in which the cost of living rose almost 8 
per cent in 21% years. 

The cause of the price rise from 1956 to 1958 
does not appear to be continuous “creeping infla- 
tion.”” To be sure, wages did rise and they rose 
faster than productivity. But what made possible 
the rise in wages in large part was the pronounced 
new plant investment boom by business. 

There was price stability from 1952 to 1955. In 
this period there was also great stability in the 
investment by business in new plant facilities. Then 
starting in 1956, this investment in new plant fa- 
cilities rose from $28.7 billion to a peak rate of 
$37.75 billion in the third quarter of 1957. This 
was a rise of $9 billion in the yearly rate of such 
investment. 

The earlier $28.7 billion rate of investment in 
new plant facilities was adequately covered by the 
level of savings. At the same time, the flow of 
consumer goods was steady. 

Now when the sharp $9 billion rise occurred in 
expenditures for new plant facilities from 1955 to 
1957, bank credit started expanding and the in- 
comes of high-paid construction workers started to 
rise. This produced a price rise of 7 per cent. 

This price rise continued until plant expendi- 
tures turned down in 1958. In the third quarter of 
1958, these expenditures were decreased by $7!» 
billion from the high point reached only a year 
earlier. Here we have one of the major causes of 
the 1957-58 economic recession. At first this 
marked decline in new plant facilities investment 
contributed to the recession and in the third quar- 
ter it appears to have contributed to price stabili- 
zation because the price index has been completely 
stable since mid-1958. 
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Thus we observe that there was a modest infla- 
tion of prices in 1956 and 1957, but this rise had 
a special cause in the pronounced expansion of busi- 
ness investment in new plant and equipment. This 
expansion, taking place as economists call it in “the 
period of capital gestation,” always tends to lead 
to a price rise. It is one of the oldest explanations 
of price movements that we have in economics. 

What starts the process is a vigorous rate of in- 
vention and innovation leading in turn to the ex- 
pansion of investment in plant facilities. At the 
same time, the supplies of credit are enlarged, but 
additional goods supplies to be produced with the 
new plant facilities are not yet forthcoming. In 
fact, they are not forthcoming until the plants are 
entirely finished. This naturally follows because 
new plants are not able to produce electric current 
until they are finished completely and the switch is 
thrown or the plant is put “on steam” in the case 
of a chemical establishment or the vessel is entirely 
completed in the case of a new large oil tanker. 


May Not Happen Again 


The cause of the price rise in 1956-57 is quite 
non-recurring for the near-discernible future. 
There was inflation, but there does not seem to be 
the prospect for its continuation until we have an- 
other plant investment boom. It is that very boom 
which subsequently increases the flow of goods and 
the efficiency with which they are produced. That 
plant investment also increases incomes. All of 
these consequences are good because this is in fact 
the precise way in which progress is made in a 
free, inventive, and innovating society. 

The price history of the United States has many 
more years in which prices fell than years in which 
prices have risen. To be sure, since 1940 the price 
rise has been substantial due to World War II and 
the Korean War. However, that rise was very 
greatly facilitated by the huge up-valuation of gold 
as a deliberate act in the 1930’s which so greatly 
increased our nation’s gold supply. This is a policy 
which the United States firmly opposes in any 
form for the future. 

Consequently we face years ahead in which the 
total volume of business will grow and, our prob 
lem ahead, to paraphrase Sir Winston Churchill’s 
remark about postwar Germany (‘The problem will 
not be how to hold Germany down but how to hold 
Germany up’) may very well be the problem of 
avoiding deflation rather than avoiding inflation. 

As a nation, we are sternly set against inflation 
as a matter of national will that we may produce 
conditions which could lead to deflation. Certainly 
as the volume of business in the United States 
grows toward the $600 billion level once predicted 


August 1959 


by Arthur F. Burns for our gross national product 
in 1966 and towards the $1 trillion level sometime 
in the decade of the 1970’s our problem is going to 
be how to keep up an adequate money supply to fi- 
nance all this increasing volume of business wit/i 
out falling prices. We have now learned how to 
use fiscal or taxation policy to oppose price in- 
creases. Early in the present decade, we released 
monetary policy from its wartime imprisonment so 
that it can be applied in the service of the nation 
to oppose inflation. 

The claims which have increasingly been made 
that, because of inflation, there are many forms of 
investment to be preferred to life insurance is not 
a well-supported claim. In the history of the United 
States, these claims are not well founded, and they 
can be dangerous as a guide to wide policy for the 
family wishing to establish economic protection for 
all of its members. It is certainly true that com 
mon stocks have a place in an investment program 
of a family with a growing and expanding income 
as is the typical situation in the United States 
But prior to embarking upon such investments a 
family should come to an adequate program of life 
insurance, as this is the only way in which in the 
earlier years of protection can be provided in 
amounts greatly in excess of funds available and 
expended for that purpose. 

Life insurance represents safety and assurance 
of economic protection. That protection is afforded 
in much larger amounts when it is first bought 
Then, of course, it is needed the most. One of the 
most emphatic reasons calling for a constantly ex 
panding life insurance program is the fact of the 
typical expanding income of the typical American 
family. As that income expands, and out of its 
proceeds, it is entirely possible to provide life in 
surance protection in an amount which will fully 
cover any possible anticipated price increase in the 
discernible future. By “discernible future” here 
is meant a period of 15 or 20 years ahead. 

In these years, the economy is going to expand 
and advance vigorously. The figures on average 
family income in America are illustrative here. 


Reliable Values in Time of Need 


Earlier it was shown that average family income 
in the United States had risen from $4,130 in 1947 
to $6,130 in 1957. This will continue to a level of 
about $7,130 in 1965. All of this rise can occur 
without inflation, and yet can serve to finance an 
adequate life insurance program for the average 
American family. In addition to providing protec- 
tion against the death of the breadwinner, cash 
value life insurance also helps achieve a balanced 
investment program creating values that can be re 
lied on, in time of need. 
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Insurance Endorsed... for our times... for all times 


by our State Governors 


The leading elected officials for various states take stands, PAUL FANNIN 
Governor of Arizona Vv 

for The Spectator, on the value and significance of insurance. = The Insurance Business has be- 
come one of the major industries in 
America. The feeling of financial 
security that adequate insurance 
provides for an individual is bene- 
ficial to, not only his peace of mind, 
but to that of his family. 

The Insurance Industry has 
never lost its sense of personal con- 
tact with its policy holders and the 
insurance agent has become an in- 
tegral part of the family circle as 

CHRISTOPHER DEL SESTO has the doctor and the attorney. 
Governor of Rhode Island ee 

The importance of the insurance 
business impresses me most when | 
attempt to calculate the result of 
its becoming unavailable in a mo- 
ment. All public transportation, 
passenger and freight would be 
stopped. The great bulk of manu- 
facturing would cease. Every bank 
in the country would have to close. 
Even the insurance companies 
themselves, their agents and 
branches would have to close. Our 
public utilities would cease to func- 
tion. All in all, insurance is the 
cement that holds our whole econ- 
omy together and, as such, guaran- 
tees the life and livelihood of our 
peoples, whatever may be _ their 
calling. 
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NELSON A. ROCKEFELLER 
Governor of New York 

As the largest industry — in 
terms of assets—of our State and 
of the nation, insurance has a vital 
responsibility in the preservation 
and progress of our free mode of 
life, and in the conduct of our busi- 
ness affairs. 

It is the safeguard and mainstay 
of the economic future of all of us, 
from every individual to the largest 
commercial or industrial enterprise. 

The availability of adequate in- 
surance protection at reasonable 
costs to all citizens of our State 
against the economic hardships and 
burdens which may befall them is 
properly among the primary con- 
cerns of the government of New 
York State. The continued progress 
of the companies and organizations 
providing insurance is, therefore, a 
social goal of the first importance. 


MICHAEL V. DiSALLE 


Governor of Ohio Vv 


Insurance, in one form or an- 
other, touches the lives of nearly 
every man, woman and child in the 
United States. 

Its principle is sound and repre- 
sents an investment or savings by 
an individual against his future 
needs. It is sound economically and 
represents a stabilizing factor in 
our social structure. 
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BUFORD ELLINGTON 
Governor of Tennessee > 

I spent many years in the insur- 
ance field in addition to my primary 
vocation of farming. Most of this 
time was spent enabling the farm 
people of Tennessee to obtain real- 
istic and satisfactory insurance 
coverage. 

During this time I learned first- 
hand the importance of insurance 
to a family, especially when its nor 
mal source of income is suddenly 
stopped by death or illness. 

I cannot urge too strongly that 
every breadwinner provide himself 
with insurance in line with his fi 
nancial ability. 


EDMUND G. BROWN 
Governor of California oa 

Insurance is an enterprise con 
ducted on faith, on a promise t 
perform—a promise which is ful 
filled innumerable times daily. It is 
a vast enterprise, involving billions 
of dollars and every phase of our 
economic life. 

Insurance is vitally important to 
all of us, and whether directly or in 
directly, it affects the lives, habits 
and future of everyone. Through 
insurance, America has protected 
its investments in its people, its in 
stitutions, its structures, and its 
way of life. 

Additional Governors 
on pages 32 and 33 


S| 
CLINTON A. CLAUSON 
Governor of Maine 

The security of the American 
family has been strengthened im- 
measurably through the years by 
the various forms of insurance. 
Both life and property insurance 
helped protect the American family 
from financial disaster in times of 
personal crisis. The principle of in- 
surance, communal sharing of risk, 
is a democratic one. 
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by Governors of Some Leading States 


DAVID L. LAWRENCE 


Governor of Pennsylvania 


Having been an insurance agent 
for many years, and with an agency 
till in existence, I know full well 
the value of insurance to our indi- 
vidual citizens and to our communi- 
ties as well. 

The faith of our people in their 
future is in a way based on their 
faith in their insurance policies. 
These will provide them with finan- 
cial protection against misfortune 
and assure the security of their 
homes. 

Our communities in this day are 
dependent on the investments made 
by our insurance companies, many 
of whom have been the leaders in 
the urban renewal movements of 
our cities. 

We in Pennsylvania are proud 
that the insurance industry, one of 
the largest in the nation, makes a 
great contribution to the health of 
our citizens, and that this industry 

in its life, fire and real estate 
phases—had its beginnings in this 
Commonwealth. 

As Governor of Pennsylvania, 
and one whose professional life has 
been in the insurance business, | 
congratulate “The Spectator” for 
its ninety-one years service to the 
industry which has meant so much 
to somany American citizens. 


RALPH G. BROOKS 
Governor of Nebraska 

Almost since the beginning of 
man’s time on earth, he has des- 
perately endeavored to attain pro- 
tection from catastrophic events 
which would deprive his family 
and himself of those things neces- 
sary to perpetuate human life. 
These necessities of food, cloth- 
ing and shelter have now been 
broadened to include other items 
such as education of children and 
protection of his standard of liv- 
ing. 

The theory of insurance serves 
to guarantee the attainment of 
these needs. By banding together, 
the expense of loss is so spread 
that when a catastrophe does 
arise it is cushioned, and conse- 
quently a great step toward secur- 
ity as well as social and economic 
stability has been found by man 
kind. 


Because of its nature, 
yreat trust must exist on the part 
of the public toward the insurance 
industry and consequently, the in- 
subject to 


very 


surance industry is 
both self regulation and state reg- 
ulation through administrative 
agencies. 

The insurance 
done untold and inestimable so- 
cial and economic good for our 


industry has 


society. It is both to the benefit 
of the people of our country and 
the insurance industry itself to 
continue the necessary self dis- 
cipline as well as state adminis- 
trative regulation on the highest 
plane possible. 


ERNEST VANDIVER 


Governor of Georgia 


In ancient days in Israel, a pop- 
ular greeting was ‘Peace be unto 
you.” In those days, when the Ro 
man Empire was on the rampage, 
peace of mind was a cherished, a 
much desired thing. But it is equal 
ly so today. Peace of mind is based 
in one’s feeling of security or in 
security. 

There exists more peace of mind 
today than in the olden days be- 
cause of one of the fine inventions 
of the modern mind—the insurance 
company. It is a cooperative system 
whereby many put in a compara- 
tively few dollars, as in the case of 
fire insurance, and when calamity 
strikes some of their number, they 
are provided funds to rebuild. Thus 
the life savings of many persons of 
moderate income are not wiped out. 
The property of the little merchant 
as well as the big is protected. The 
widow and her children are given 
financial protection when the bread- 
winner is taken, and the wolf is 
kept from the door. 
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Security, or protection as repre- 
sented by the insurance policy, pro- 
vides peace of mind, a treasured 
possession. 


J. HUGO ARONSON 


Governor, Montana 


Insurance has been a big item in 
my life as I have had insurance of 
nearly every variety including life, 
endowment, auto, liability and a 
host of business insurance policies 
in my trucking contracting busi- 
ness and as a small town bank 
president. I have also dealt with 
insurance in various forms as a 
State legislator and as Governor. 

In my opinion, it is something 
you can’t afford to be without. As 
a matter of fact, my philosophy of 
insurance can best be summed up 
by the fact that I bought my first 
policy about the same time as I 
learned the English language and 
I have added to this ever since. 


J. HOWARD EDMONDSON 
Governor of Oklahoma 

I have long considered the honor 
and privilege of participating in an 
insurance program to be one of the 
great facets of the American Way 
of life. It is an investment made 
today in tomorrow; an investment 
for our families and an assurance 
of our deepest sincere interest in 
their futures. It is a part of the 
American scene which we must 
cherish and protect. 


J. MILLARD TAWES 
Governor of Maryland 

The insurance industry and in- 
surance as an institution are so well 
established in the social and eco- 
nomic structure of this country that 
they will be affected but little by 
our comments on them. 

I am pleased, nevertheless, to 
give my wholehearted endorsement 
to insurance and to say that I per- 
sonally have derived great benefits 
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from insurance, both as an invest- 
ment and as protection to myself 
and my family. 


MARK O. HATFIELD 
Governor of Oregon 

Insurance is a responsibility of 
the breadwinner in a family rela- 
tionship just as feeding, clothing, 
and sheltering are basic provisions. 
Insurance against loss through 
death, destruction, natural or man 
made manipulation of circum- 
stances is one of the few ways in 
which a person can cope with what 
might otherwise be an intolerable 
situation. 

Only the Creator of us all is 
credited with the ability to plan 
with perfection and for those of us 
who are therefore imperfect plan- 
ners insurance means 
whereby we or our beneficiaries are 
compensated. And the more people 
who protect themselves against 
eventualities, the fewer there will 
be to whom government will have 
to become benefactor. 


FOSTER FURCOLO 


Governor, Massachusetts 


offers a 


May I take this opportunity in 
The Spectator to extend my per- 
sonal best wishes and the greet- 
ings of the Commonwealth to the 
men and women in the field of 
insurance. 

Throughout our State and our 
country, the services you perform 


have a significance that is meas- 
ured in terms of the security, hap- 
piness, and protection that you 
help bring to millions of our citi- 
zens. 

Your achievements in the in- 
surance field throughout the years 
represent factors that have open- 
ed avenues of progress in our 
economy and added strength to 
our American way of life. 

I join with all in expressing 
every hope for continued success 
in all your future endeavors. 


HAROLD W. HANDLEY 

Governor, Indiana 

The insurance profession is 
greatly respected for its skills and 
its services. I am happy to express 
my appreciation of the multiple 
functions it fulfills. 

To the overwhelming majority of 
Americans, insurance has become 
more than a hedge against mis- 
chance or adversity. Today it also 
is frequently a preferred form of 
investment, and thus it performs 
a dual function for policy-holders. 


I have high regard, moreover, 
for the accumulated funds of insur- 
ance operations as a decisive factor 
in the progressive development of 
our national economy. Investment 
capital is necessary not only for 
the government, but for the ex- 
pansion of private plant facilities, 
for home building and for farm 
improvement, and for all sorts of 
worthwhile uses as our country 
continues to move forward. 


STEVE McNICHOLS 

Governor, Colorado 

With its great impact upon the 
economic and social life of our 
State, and indeed, of our Nation, 
I am happy and proud to give you 
my hearty endorsement of insur- 
ance and to reassure you of our 
appreciation for the personal secur- 
ity and for the large investments 
made by insurance companies in 
the great state of Colorado. 

In our State, we have many local 
companies which have enjoyed re- 
markable growth and we also have 
represented here virtually all of the 
large companies of the country 
serving the insurance field. 

We can attribute much of our 
building activity, which has been 
phenomenal in recent years, to the 
cooperation and the far sightedness 
ot the insurance companies which 
nave placed investments here. 





Insurance Endorsed ...for our times...for all times 


y Prominent Leaders 
from all areas 


ANNUAL Insurance touches people in every walk of life. These 
ENDORSEMENTS pages of THE SPECTATOR reflect the respect and honor 
OF INSURANCE paid by leaders in a variety of human endeavors. 


(Pages 34 through 46) 





by His Holiness, Pope John XXIII 


(At a meeting of Italian life insurance agents 
this year, the Pope expressed these thoughts 
about insurance. ) 


The daily work of the insurance man brings 
him in contact with the humble and silent forces 
of the family, that marvelous unity on which 
rests the well being and happiness of individuals 
and of nations. You are the admiring and 
emotionally stirred witnesses of the sacrifices 
of so many parents, who, through the guarantees 
offered by your companies, wish to assure their 
children of a serene future by accumulating 
with difficulty savings which they probably will sincerity, throws a brilliant light of goodness 
not enjoy. on your work. 
Your cooperation given, I am sure, with the (Quoted in “The National Underwriter,” 
greatest respect and with the most profound May 16, 1959.) 
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POLICIES SOLD BY 
MUTUAL BENEFIT LIFE AGENTS 
IN 1958 AVERAGED 


13,12 


JOHN J. JONES 


ssue Da July 17, 1958 
policy Year Date July 17, 1 


WHOLE LIFE POLICY 
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And that’s not the whole story! Only 5.7% of Mutual Benefit Life insurance is term. 


Why do Mutual Benefit Life agents write pol- For these reasons, and others, the men who 

icies so much higher than the industry average? understand and value life insurance most seek 
First: Mutual Benefit Life’s personal planning “TRUE SECURITY from Mutual Benefit Life. 

for TRUE SECURITY appeals to the man This also means True Security for the agents of 

who has more to protect and more to spend Mutual Benefit Life and their families. 

for insurance. 


Second: Mutual Benefit Life provides its 
agents with fast hitting, pre-tested sales aids MUTUAL BENEFIT 
designed to save agents’ and prospects’ time. : 

Third: Many Mutual Benefit Life agents The Insurance Company 
find it easy to concentrate in the higher income for TRUE SECURITY 
professional fields. 


THE MUTUAL BENEFIT lt FE INSURANCE 
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Insurance Endorsed... for our times... for all times 


by an Early American Businessman 


A policy of life assurance is the 
cheapest and safest mode of mak- 
ing a provision for a man’s family. 
It is time the people understood 
and practiced life assurance more 
generally. It is a strange anomaly 
that men should be careful to in- 
sure their houses, their furniture, 
their ships, their merchandise, and 
yet neglect to insure their lives, 
surely the most important to their 
families and far more subject to 
loss. Many a widow and orphan 
has great reason to be grateful 


that the advantage of life assur- 
ance was understood and embraced 
by the father. 


Coen Gr 





by Mayors of Some Leading Cities 


RAYMOND TUCKER 
Mayor of St. Louis 


The chief executive of a major 
metropolitan area, such as St. 
Louis, very early in his adminis- 
tration comes to a full realization 
of the importance of insurance 
protection to the many facets of a 
progressive community. 

This is especially true as to life 
insurance, including group, indus- 
trial and ordinary forms. The 
measure of such protection pos- 
sessed by the individual, the heads 
of families and the keymen in its 
industries is of the utmost im- 
portance to the overall well being 
of the community as a whole. 

Like the individual insurance 
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policyholder, the community bene- 
fits in many ways through life 
insurance. In a city with average 
or better life insurance protection 
there is a basic faith in the future 
that permits it to look forward 
with confidence and to undertake 
major steps for community better- 
ment that many other cities can’t 
venture to take on. The life insur- 
ance funds that come into the well 
insured community enable it to 
build better homes and_ schools 
and to expand industries and com- 
mercial enterprises. The individ- 
ual policyholder has a sure source 
of available funds in any emer- 
gency. 


TERRY D. SCHRUNK 
Mayor of Portland, Oregon 


I have long believed that the 
family unit has been and will con- 
tinue to be the most important 
segment in the makeup of our com- 
munities, states and nation. 

It follows then that any situa- 
tion or set of circumstances which 
might adversely affect this basic 
unit would in the final analysis ad- 
versely affect the community, state 
and nation. 

Life insurance, like fire and cas- 
ualty insurance, has given the head 
of the family unit the opportunity 


of providing immediate protecticn 
tor his family in case of need, as 
well as providing the means of 
maintaining a suitable standard of 
living at some future date. 

Now more than ever, it is nec- 
essary that each family head rec- 
ognize and accept the responsibil- 
ity of providing an adequate 
insurance program to the end that 
the welfare of community, state and 
nation will be maintained at its 
present high level of economic 
stability. 


NORRIS POULSON 
Mayor of Los Angeles 


By its very nature, life is 
fraught with uncertainty and it fol- 
lows, therefore, that none should 
ignore the safeguards that are 

Continued on page 38 
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AY OSS foyetes 


She works for you—the State Farm agent. Yet you may never 
have seen her before. She’s one of the 9,346 people who pro- 
vide you with precious time. 

She’s one of the billers, checkers, policy typists, code review- 
ers, underwriters, statisticians, mail clerks—the people in our 
offices whose countless tasks help free you from detail work, 
give you the tzme to sell. 

There’s an office worker for every one of our 7,500 agents. 
And there are 1,600 claim representatives to assist in the field. 
It’s planned this way to support our ‘“‘Marketing Partnership” 
between the company and you—the agent. And it’s this unique 


partnership that makes you your own boss, free to serve a large 
clientele with our well-rounded portfolio of auto, life and fire 
insurance. You enjoy the position of ‘‘family insurance man.” 
And because you represent only State Farm, you benefit from 
full identification with our vigorous national advertising and 
promotional programs. 

So Mr. Agent, meet Miss Jones. She’s 
doing a lot to support the ‘‘Marketing Part- 
nership” between you and State Farm that 


STATE FARM 


S&S 


has kept us the world’s largest automobile enesueance 


insurance company for 17 straight years. 


For further information on any aspect of State Farm operations, write: Director of Public Relations, State Farm Insurance Companies; Home Offices, Bloomington, Lil. 
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Insurance Endorsed... for our times... for all times 


by Mayors of Some Leading Cities 


available to us. For the head of a 
family who wishes to provide for 
those dependent upon him, insur- 
ance is such a safeguard. It not 
only offers protection but it also 
has a certain psychological advan- 
tage that helps to alleviate the con- 
cern that recurs to men as they con- 
template the welfare of loved ones 
destined to survive them. In this 
fast-moving world, nothing is more 
important than making sure the 
future of those dependent on us. 


RICHARDSON DILWORTH 
Mayor of Philadelphia 


I think that the concept of “in- 
surance” is one of the things that 
sets modern society apart from 
earlier civilizations. It is a highly 
refined device, implying a regard 
for individual and family welfare, 
a reasonable weighing of the fu- 


ture, and the collective good sense 
which protects one by protecting 
all. 

While some risks in life are in- 
evitable, the reasonable man will re- 
move all unnecessary ones. In our 
highly developed society, with its 
many varieties of insurance, there 
are many risks which no longer are 
necessary. These are the financial 
risks that arise from death, dis- 


ability, property destruction, and 
the other incidents which affect 
family welfare. The wise man will 
not overlook these. 


JOHN ROSENBLATT 
Mayor of Omaha 


The Insurance industry is of 
paramount importance to all Amer- 
icans because it stands as one of 
the few remaining bulwarks pro- 
tecting free enterprise against the 
creeping influence of the socialistic 
state. It enables a person to stand 
on his own two feet, to protect the 


Now over 


$2 BILLION 


oh mu tal-10la-Ualol-mila mace) gel-took dal-we—dale, 
billion in less than 5 years. 
This fast growing “Star of the 
North”’ is large enough to be 
important in the industry... 
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er flexible enough to give a field 
CO m pany force the individual attention 
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North American Building Chicago 3, Illinois 
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health and security of his loved 
ones through his own foresight and 
judgment, rather than forfeiting 
his heritage of self reliance and re- 
sponsibility in dependence upon the 
assistance of governmental agen- 
cies. I am proud and happy that 
the city of Omaha has achieved a 
position of national prominence as 
a center for this vital industry. 


GORDON S. CLINTON 
Mayor of Seattie 


A well thought through insurance 
program is a definite need for the 
family man today. During the pe- 
riod of time when a man is build- 
ing his career in business or in a 
profession and raising his family, 
it is of importance that he have 
adequate coverage. With the pas- 
sage of time the emphasis shifts 
to one of retirement benefits. 

In my own experience as a law- 
yer, I have never known of a widow 
Ww “ complained of having too much 
insurance. 

The optimum situation would be 
one in which an adequate coverage 
is obtained within the limits of the 
financial position of the insured. 

Personal security and family se- 
curity are of great importance in 
this 20th Century. Certainly, the 
benefits of life insurance affords 
one way in which that security can 
be realized. 


GEORGE CHRISTOPHER 


Mayor of San Francisco 


Life insurance is a necessity, not 
a luxury. It is a means of provid- 
ing protection and security for our 
dependents. Everyone should carry 
as much life insurance as is com- 
mensurate with his ability to pay. 
It is a most worthwhile investment. 
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IT’S LATER THAN YOU THINK! 


IKE the procrastinating prospect w ho hates to say ‘““No” and yet w ho 
can’t quite bring himself to say “Yes,” perhaps you shave said, “Next 
year I’m going to enroll in the C. L. U. study program. 


And yet at enrollment time somehow you just didn’t get around to it, 
and another year went by without starting on the road toward the 
C. L. U. designation. 


Well, don’t let that happen this year. Make up your mind today to 
become a better, more competent, professionally-oriented life underwriter 
by taking advanti ige of the C. L. U. study program. Then set your sights 
on following it through to completion, 

You’ll get a new perspective, a breadth of understanding and a lasting 
feeling of confidence and self assurance in your chosen profession. More- 
over, you'll be quick to find a practical application in what you learn 
to your eve ryday life unde ‘rwriting activities, 

So don’t be like the procrastinating prospect. Check with your local 
chapter of the Society of Chartered Life Underwriters today or write the 
American College of Life Underwriters, 3924 Walnut Street, Philadelphia 
4, Pennsylvania for details. 

PMc aq, 


a 
~ 


N/W NATIONAL 


NG ife Insurance for Living 
ife 
NORTHWESTERN NATIONAL LIFE INSURANCE COMPANY OF MINNEAPOLIS 








For your convenience ... 


The reply card on page 65 of this issue can be used to obtain 
additional information about the items which are followed by 
numbers in both the Products and Services and the Contracts and 
Policies departments. 
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Insurance Endorsed... for our times... for all times 


by Stars of the Entertainment World 


BOB HOPE 

Motion Picture Star 

Well, here I am, talking about 
insurance. That’s like Crosby talk- 
ing about a low golf score. We’re 
not authorities on the respective 
subjects, but enjoy having them. 


This much I do know, though. 
Without life insurance, people in 
show business would find it a much 
shakier proposition than it already 
is. You can be way up there one 
day and a has-been the next. The 
best way for the young actor, 
singer or comedian—and this goes 
for anyone in any field—to build 
his future is to first eliminate 
financial worry. 


DAVIS CUNNINGHAM 

Opera, TV and Concert Star 

I can buy the future for a pre- 
mium—that’s what I like about in- 
surance. For a small down payment 
right now, I can reserve a seat for 
the great performance that lies 
ahead. 

No matter what happens, I can, 
through insurance, be certain that 
my finances won’t keep me from 
enjoying those days ahead. My en- 
dowment policies will take care of 
me when that “future” comes, and 
property insurance will stand by to 
prevent the effects of any catastro- 
phe that might wipe out my finan- 
cial stability. 

Therefore, whenever I can, I will 
expand the benefits due to me 
through my life policies. For in 


40 


that way, insurance offers me a 
chance to expand my future, just 
as the future of opera is being 
expanded by the enjoyment of per- 
formances on television. 

For my part, the show couldn’t 
go on without insurance. 


TERESA BREWER 
Coral Records Recording Star and 
TV Singer 


When my husband and I look 
at our three little girls, we fully 
know the meaning and value of 
life insurance. Though Kathy, 5, 
Susan, 4, and Megan, 114, are too 
young to realize it, their happy, 
smiling faces are in great part 
due to the sense of security that 
we impart to them. The feeling 


of well-being that we, as parents 
who have invested in life insur- 
ance have, is reflected in their 
eyes. That reason alone makes my 
husband and I firm believers in 
life insurance. To us, life insur- 
ance rates the number one spot 
in life’s “Hit Parade.” 


WALTER BRENNAN 
Star of “The Real McCoys" 
We might look to the young peo- 
ple to see the importance of life 


insurance today. Years ago, they 
never gave insurance much 
thought. Payments, dividends, poli- 


cies, etc., were just a lot of mumbo 
jumbo to them. It was a subject 
for their fathers. They put off 
thinking about insurance until they 
too had reached middle age. 

But today, everything has 
changed. Most young couples plan- 
ning marriage make insurance plan- 
ning their first project when mar- 
ried. They consider it a necessary 
—but natural—step to take. Few 
of them ponder the benefits of in- 
surance and why they should buy 
it. Even fewer worry about wheth- 
er they can afford it. Insurance to 
young people is something they 
must find money for. The security 
that insurance offers is perhaps the 
strongest pull for young people. 
They know that it is the only way 
to lay the proper foundation for a 
successful marriage, home _ and 
family. 


FRED WARING 


Orchestra Leader of 
“Pennsylvanians” 


To me, life insurance is a com- 
mon-sense necessity of benefit to 
both young and old. Either as a 
means of investment and saving, 
or as a means of accepting one’s 
responsibilities in full, life insur- 
ance is as necessary as other fun- 
damental needs of present-day 
living. 

Continued on page 42 
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BEHIND 


THE 


NYLIC 
AGENT.... 


To meet the demands of today’s expanded, di- 
versified insurance market, New York Life’s 
complete modern line gives the Nylic Agent 
a plan for every prospect—whether his client 
wants Ordinary Life, A & S; Individual or 
Group. No wonder why, year after year, 
more Nylic Agents qualify for membership 
in the Million Dollar Round Table than do 
agents of any other company! 


Among the newest additions to New York 
Life’s line are: 


Family Endowment Plan — Insures entire 
family in one policy—then pays Father an 
endowment at age 65. The one premium can 
be paid monthly or by Check-O-Matic—the 


A complete line of 
modern products to 
give him greater 
sales potential! 


automatic premium-paying method. 


Assured Accumulator—Provides immedi- 
ate life insurance protection combined with 
long range accumulation of money and four 
optional privileges to fit the future. 


Employee Protection Plans— Now include 
Major Medical protection along with Life, 
A & Sand Hospital coverages for firms with 
from 5 to 50 employees. 


Accident & Sickness Policies — Include 
the modern Income Protector Plans that pay 
an income when disabling injury or illness 
prevents wage earner from working. All are 
non-cancellable and guaranteed renewable 
to age 65 for men—age 60 for women. 


Modern products... 
another reason why 
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New York Life 


a bet Insurance Company 
THE NEW YORK LIFE AGENT 
IN YOUR COMM 
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51 Madison Avenue, New York 10, N. Y. 
A MUTUAL COMPANY FOUNDED IN 1845 
Life Insurance « Group Insurance « Annuities 


Accident & Sickness Insurance « Pension Plans 
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Insurance Endorsed.. . for our times... for all times 


by Stars of the Entertainment World 


DENISE LOR 
TV and Recording Star 


As a mother of two children, I 
cannot stress too highly the impor- 


tance of 


insurance in our lives. 








Would a 
client’s 
loss 


curtail 


yO ur 


business? 


An under-insured client would 
be an unhappy client should a sizable loss 
occur. So would a client who finds he has 
been paying for more insurance than he 
can collect. And unhappy clients tend to 
shop around, 

You can do much to prevent either un- 
der-insurance or over-insurance—and keep 
clients happy—by recommending an up- 
to-date appraisal of their physical assets. 

For 63 years The American Appraisal 
Company has been the leader in the field 
of property valuation. Our carefully docu- 
mented reports present facts that stand in- 
vestigation...offer an objective basis for 
securing adequate insurance. 

American Appraisal reports for your 
clients are good protection for you. 


The 
AMERICAN 
APPRAISAL 


Company” 


Home Office: Milwaukee 1, Wisconsin 
Offices in 18 cities coast-to-coast 








Through insurance, my husband 
and I are safeguarding the future 
for our children. We know that 
when they come of age, the funds 
will be available to enable them to 
fulfill themselves, educationally and 
in other ways. Meanwhile, insur- 
ance guards us and our possessions 
against the unexpected. The feel- 
ing of security that one gets with 
insurance is something that can’t 
be evaluated solely in terms of dol- 
lars and cents. 


SPRING BYINGTON 

Star of CBS-TV's "December Bride" 

On television I portray a widow 
named “Lily Ruskin.” At the in- 
sistence of her daughter and son- 
in-law, Lily lives with them. 
Though money and security as 
such are never discussed on the 
show as far as Lily’s assets are 
concerned, any fairly steady 
viewer soon realizes that Lily is 
financially independent of the 
children. If and when such a 
thought strikes a viewer, it should 
come as no surprise, for it is com- 
mon practice in America today 
for older women, and certainly 
younger women with children to 
bring up, to be protected by their 
husbands through the wonderful 
opportunity and investment that 
is life insurance, an opportunity 
available to every responsible 
family man in the country. 

Through life insurance, a widow 


can raise her children and give 
them an education without undue 
hardship, as well as arrange for 
her own advanced years. Of 
course, before it becomes neces- 
sary for the value of any policy 
to be paid, life insurance allows 
a family to forge ahead without 
fear of insecurity. 

What other investment offers so 
much for so little? 


SAMMY KAYE 
Bandleader and Recording Artist 


Anyone in the entertainment 
business can vouch that, without 
insurance, the future has a grim 
overcast. Retirement plans in the 
entertainment world are set in 
motion and become reality with 
the solid foundation of insurance 
behind them. I always give insur- 
ance plans the four star rating, 
reserved for only the best presenta- 
tions. 


KATE SMITH 

Recording and radio singing star 

One way to insure a contented 
way of life is to first insure the 
tangible articles of life surround- 
ing man every day. The average 
man finds insurance the best 
method to approach the desired 
status of security for his family. 
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Fortunately, he is able to select 
and choose from the many plans 
offered, those which suit his needs 
best. This availability of choice is 
further proof of the validity of 
the insurance program. 


GOGI GRANT 
Recording and TV singing star 
Show business being the unpre- 
dictable profession it is, life in- 
surance is an absolute necessity 
to protect the performer and his 
or her family from “hard knocks.”’ 


Although I am currently “sitting 
on top of the world,” I am invest- 
ing a large part of my income in 
life insurance so that my family 
may avoid the insecurity that fre- 
quently follows the demise of the 
breadwinner. Any thinking mem- 
ber of the entertainment 
would do the same. 


world 


GUY LOMBARDO 

Orchestra Leader 

I have heard it said by some un- 
thinking persons that people in 
high income brackets do not need 
life insurance because their other 
investments amply provide for the 
future of their loved ones. I can 
honestly say that life insurance 
has been my first concern and my 
first investment. Naturally I have 
invested in other fields, too, but 
not before making sure that my 
family and loved ones were com- 
fortably taken care of by my in- 
surance. I believe our national 
prosperity depends ir good part 
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upon the manner in which we in- 
sure that after we—the wage earn- 
ers—pass on, the ones we leave be- 
hind will be well provided for. 


CANDY JONES CONOVER 

Head of the Conover School 

Ask any mother why insurance 
very important and she'll 
probably point to her children as 
the answer. Her children, her home 
and her family are her most im- 
portant possessions. She molds 
their lives, fills their needs and pre- 
pares them for life. Perhaps the 
most important thing she can do 
for them is to make their futures 


as secure as possible. 


is so 


By making sure, through life in- 
surance, that the family is pre- 
pared for any occurrence, she gives 
her children the best security. 
Without insurance, the family 
gropes for security with little suc- 
Nest eggs way of 
dwindling; the family bank account 
is taken for immediate projects and 
rarely can she find extra pennies 
to save from her weekly budget. 
Insurance planning is not only the 
answer, but is the best solution for 
her. 


have a 


cess. 


JEAN MARTIN 

Singing Star NBC-TV 

I have always considered life in- 
surance as extremely important 
since its benefits are many indeed. 
Funds set aside through life insur- 
ance have provided education for 
hundreds of thousands of our col- 
lege students. Of greater import- 
ance, life insurance is the instru- 
ment which affords economic se- 
curity to the family when finan- 
cial assistance is most urgent. 


The values of insurance are mani- 
fested in other directions, too: in 
the event a policy loan is required; 
for their excellent cash values in 
time of need; for its beneficial im- 
pact upon society; and becausse it 
strengthens the family, the com- 
munity and the nation. I certainly 
endorse the outstanding purposes 
and the widespread importance of 
life insurance. 
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Insurance Endorsed... for our times... for all times 


by Business, Government Leaders 


SEYMOUR BERGER 


Chairman of the Board, 
Guaranteed Title & Mortgage Co. 


Insurance for the family and 
insurance for protection of invest- 
ments in business are _ prime 
requisites in today’s society. In- 


surance is the gateway to financial 
peace of mind and also represents 
wise investing. It is also a con- 
structive economic force, aiding 
the community, the citizen and the 
business world. For the modern- 
day homeowner, it is as necessary 
as fuel and plumbing. 








New Business 


Insurance Tools 


The Lincoln National man is solidly in the 
business insurance market, thanks to his new 
up-to-date Business Security Forecast. 

Introduced to LNL’s field management peo- 
ple at 5-day regional seminars, the Business 
Security Forecast material covers every kind 
of business insurance and deals with A & S as 
well as Life situations. 

Lincoln National’s new Business Security 
Forecast is another reason for our proud claim 
that LNL is geared to help its field men. 


THE LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Its Name Indicates lts Character 


Fort Wayne, Indiana 








HENRY CABOT LODGE, JR. 
U.S. Representative to the U.N. 


The idea that every man who 
has the responsibility and obliga- 
tion of caring for dependents 


should safeguard the future wel- 
fare of those dependents by carry- 
ing life insurance to the extent 
that he can afford is indeed 
meritorious. 

It is equally advantageous for a 
man without dependents to provide 
by means of life insurance or suit- 
able annuities should sudden dis- 
ablements rob him of his earning 
power. 


AVERY BRUNDAGE 
President, U.S. Olympic Committee 


My first life insurance was 
purchased over forty years ago, 
shortly after I graduated from the 
University and started to work. 
Since then I have substantially 
increased the amount carried and 
from time to time have purchased 
large sums of term insurance in 
addition. 

Having paid all these premiums 
without any return one might con- 
sider this a poor investment. This 
would however, be a most errone- 
ous assumption. The assurance 
that loved ones will be cared for 
in the event of untimely death, not 
to speak of the accumulated cash 
values, leave the possessor of a 
life insurance policy in a much 
better frame of mind to face the 
world. 
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JACKIE ROBINSON 


Vice President In Charge of Personnel, 
Chock Full O' Nuts Corporation 


As a family man, I have been 
well aware of the necessity for 
and the vital importance of life 
insurance. Since joining the busi- 
ness world this year, I have ob- 
served at first hand the numerous 


benefits that the various types of 
insurance programs offer to em- 
ployees. Insurance brings peace of 
mind and financial security to the 
family man, can help provide the 
money for a.college education, and 
is essential to the business man. It 
furthers America’s economic prog- 
ress in many areas. Insurance is 
indeed a worthwhile investment. 


JULES SYRKIN 

President, Lock-Rite Structures, Inc. 

A home and a garage are major 
investments for the average fam- 
ily. They are usually the result of 
long years of saving and planning. 
We recommend to the purchasers 
of our prefabricated structures 
that they protect their expendi- 
tures with insurance. The home is 
vital to healthy family life, ana 
insurance is vital to the home 
buyer. The home building industry 
has always been a great advocate 
of and benefactor from insurance 
protection. 


JOHN L. McCAFFREY 

President, International Harvester 

Corp. 

My belief in the value of life 
insurance is based on two major 
considerations. First, I am for any 
program which encourages people 
to provide for themselves rather 
than look to some other person or 
agency—and life insurance does 
that. Second, I am sure that if we 
are to make progress, the habit of 
saving must be practised, in the 
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future as in the past, and life in- 
surance is one of the finest ways to 
save. 


AUSTIN SMITH, M.D. 
Author 


One of the advantages of living 
in a free country is the right to 
prepare for the future as each man 
and woman sees fit. However, this 
preparation carries with it re- 
sponsibilities which must be met 
by the wage earner if he is to keep 





himself and his family from be- 
coming destitute when financial 
crisis occurs. Loss of life can pre- 
cipitate such a crisis for those who 
do not have resources on which to 
draw. The man who prepares for 
the future by securing adequate 
life insurance is obviously willing 
to meet his full share of respon- 
sibilities. At the same time he is 
aiding in the preservation of 
individual and family freedom—a 
fact which sometimes is overlooked. 


Increasingly Important 


The importance of the training required to earn the desig- 
I = { £ 


nation of Chartered Life Underwriter 


symbolized by this 


key—is very definitely growing year by year. One indi- 
cation of this is the growth in paid memberships in the 


American Society 
close of the 1957-58 year. 


from 2.264 in 1950 to 4.718 at the 


There are many other indications of the increasing 


importance of the degree: various measurements of what 
happens to those who become C.L.U.s, the growing num- 
ber of candidates who pass examinations, the ever-larger 
group of individuals who are studying to prepare for the 
C.L.U. examinations, ete. 


Doesn't the increasing importance of this professional 
designation suggest to you that it would be worth your 
while to explore what C.L.U. study might do for you? 
You can get more information about C.L.U. activity in 
your community through your local life underwriters 
association. 


BANKERS COMPANY 


DES MOINES, IOWA 





Insurance Endorsed... for our times... for all times 


by an Outstanding Former Senator 


Robert A. Taft (1889-1953) was 
selected by a Senate committee in 
1957 as an “outstanding senator of 
the past.” While serving as U. S. 
Senator for Ohio, he had this to 
say for THE SPECTATOR: 

Investment through life insur- 
ance makes our industrial progress 
free and independent, with the 
initiative and determination so 
characteristic of past American 
growth. 

Life insurance is not only an 


economic benefit, but a social bene- 
fit. Obviously it prevents depen- 
dency, and makes men and women 
secure. It is unfortunate that it 
was not even more extended in 
1929, when the depression of that 
year brought so many millions of 
Americans to poverty, and im- 
pressed on the United States the 
necessity for government old age 
pensions to take care of those who 
were not taken care of by life in- 
surance and other savings. 





by United States Senators 


HUBERT H. HUMPHREY 
U. S. Senator, Minnesota 

In my judgment, America’s 
greatest challenge from the Com- 
munist world will come on the eco- 
nomic, rather than the _ political 
front. Personal thrift and saving 
will become increasingly important. 
Life insurance, which represents 
planned voluntary saving designed 
to protect and benefit our loved 
ones, also has the virtue of mak- 
ing those savings available for the 
expansion and growth of our free 
economy. 

Life insurance is individualism 
at work—for the family, for the 
nation and for freedom. 


LISTER HILL 

U.S. Senator, Alabama 

Life insurance, like fire and cas- 
ualty insurance, has contributed 
immeasurably to the building of 
security for the American family, 
to the peace of mind of its bread- 
winner and to our country’s eco- 
nomic strength and stability. 

A life policy is more than just 
life insurance. It is a sound means 
of regular saving. To millions of 
American families their life insur- 
ance savings have provided such 
opportunities as business, farm and 
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home ownership and_ education. 
Every day American families draw 
upon the savings accumulated 
through life insurance premiums as 
their only source of meeting finan- 
cial emergencies of many kinds. 


ROBERT S. KERR 

U. S. Senator, Oklahoma 

As to the value of life insurance, 
it gives me pleasure to say that I 
know of no sounder investment 
available to the average man, what- 
ever his vocation or profession, 
than a reasonable amount of life in- 
surance, based on his ability to pay. 


MILTON R. YOUNG 
U.S. Senator, North Dakota 


There is no question but that 
insurance in all of its ramifica- 
tions has added mightily and 
materially to the growth and 
strength of our nation. I have 
seen insurance in action and have 
benefited from it. 

In my mind Life Insurance 
stands out as most desirable. The 
institution of Life Insurance will 
continue to be an important factor 
in our American way of life, and 
will play a leading role in the 
economic life and development of 


America. It will continue its high 
standards and extend its financial 
help and benefits to an ever in- 
creasing number of Americans 
each year. 


LEVERETT SALTONSTALL 

U. S. Senator, Massachusetts 

Our democratic form of govern- 
ment provides us with the founda- 
tion of security. The strength of 
this foundation depends on the 
confidence of our citizens, which 
in turn depends on their faith in 
the American institutions. 

High in the list of such institu- 
tions is our system of life insur- 
ance. It is one certain method which 
provides security for the future. 
Through life insurance we can be 
sure that those we love are cared 
for so long as they live. Through 
life insurance we can plan for our 
own independence in old age. 


KARL E. MUNDT 

U. S. Senator, South Dakota 

Life insurance provides protec- 
tion for loved ones during the pro- 
ductive years and safeguards the 
home in old age by securing the 
bereft against misfortune. As a 
means of investment, it encourages 
thrift. 
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He can count on friendly acceptance 


throughout the community 


It’s much pleasanter to do }usiness where you’re met with a 
friendly weleome. And it’s much easier when people recognize 
and respect the company you represent. 


This is one of the nice things about selling for John Hancock. 
The outstanding reputation of the company, strengthened by 
its famous national advertising, makes many friends for the 
John Hancock man even before he meets them. 


Besides this, the new Signature Series enables him to offer 
prospects the most advanced types of modern life insurance 
protection policies which meet every individual need. In 
addition, he can also offer a full range of Personal Health in- 
surance and Group Life, Accident and Health coverages. 


This is part of what it means to sell John Hancock: up-to-date 
coverages and friendly acceptance in the community. 


yy thes Hancock 


MUTUALZLIFI INSURANCE COMPANY 


issa 


The John Hancock Signature Series (© fo Fhancck 


~ (SIGNATURE Senie8 


— 


the most advanced life insurance portfolio 
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“Maybe by the time I get back I'll know what 
my commissions are going to be.” 


Many an agent writing workmen’s com- spot claim service . . . you have the mak- 
pensation feels “lost at sea” as far as ings of a smooth cruise. 

commissions are concerned. To keep 
your agency on an even financial keel, 
depend on Bituminous’ prompt payroll 
audit performance. This is just one of 
the Bituminous agency-minded services i Re 
that contribute to profitable and satisfy- oo Growth through Service, 
ing agency operation. Add Bituminous’ annual report and 
flexible, open-minded underwriting, ee ae financial statement. 
Bituminous’ best-in-the-business safety ae 
engineering, Bituminous’ johnny-on-the- 








Write for your copy of 
the Bituminous Story, 














BITUMINOUS FIRE AND MARINE INSURANCE COMPANY « ROCK ISLAND, ILLINOIS 


Specialists in Workmen's Compensation 
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No man should expect more 
than he may achieve 
through his own ability 


and his own determination. 


Surely, no man 


should settle for less ... The Union Central maintains that its greatest 
asset is reflected in the men and women who 
represent the Company throughout the United States. It 


grows as its people grow. 


For this reason, The Union Central concentrates on building 
confidence and developing maximum earning power within 


new underwriters in the shortest possible time. 


That a man can succeed to the full extent 
of his own abilities and determination is 
borne out in the brilliant careers of Union 


Central underwriters everywhere. 








THE UNION CENTRAL LIFE INSURANCE COMPANY 
CINCINNATI 
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spectator’s DAILY reports 


selected news items for 





by Ray Stroupe 


Capitol Headlines 


Public Law 86-69 is the one under which life insurance com- 
panies now will pay their income taxes. Legislation prescribing 
the new tax formula was signed into law by President Eisenhower 
on June 25. The formula in the new law is to give the President 
the $500 million in revenues from 1958 income which fitted in with 
his proposed budget. 


Life insurance claims paid by the federal employees’ group life 
insurance program in the year ended June 30 amounted to $68.1 
million. Awards for accidental death and dismemberment came to 
$4.5 million. The program, since becoming effective in 1954, has 
paid more than $281 million to beneficiaries of deceased federal 
workers and retirees, the government reveals. 


Approved by House Merchant Marine Committee are bills bear- 
ing on insurance for ships. One, S. 1234, passed by the Senate, 
would extend the standby government war risk insurance author- 
ity to Sept. 7, 1965. A second Senate-passed measure, S. 1434, 
would permit a ship operator to withhold for later use a federal 


mortgage insurance commitment. 


Kight insurance companies are to lend the New York Central 
R. R. $40 million, Interstate Commerce Commission is told. The 
railroad is asking ICC for guaranty of the loan. Lenders and loan 
amounts are: Equitable Life Assurance, $10 million; Aetna Life, 
$5 million; John Hancock Life, $5 million; Mutual Benefit Life, 
$5 million; Phoenix Mutual Life, $5 million; Travelers Insurance, 
$5 million; Mutual Life of New York, $3 million; and Connecticut 
General Life, $2 million. 


Senate Civil Service Committee, as expected, sanctions S. 2162, 
the new federal employee health insurance measure. Bill would 
establish a program, financed equally by the government and the 
employees, costing about $290 million a year. Participants in this 
voluntary program could choose one of four principal types of 
plans. The Eisenhower Administration wants to reduce the gov- 
ernment share to around $100 million. 


Another year in which federal Old-Age and Survivors Insurance 
payments exceed trust fund income is predicted. Disbursements, 
as estimated by the board of trustees for the fund, are to be $87 
million more than income in the year ending June 30, 1960. In the 
year just ended, payments were figured to be more than $1.2 bil- 
lion in excess of contributions and interest. 


June 9—American families con- 

tinue to grow in number and 
size, report statisticians of the 
Metropolitan Life. 

There were about 38 million 
husband and wife families in the 
United States in March 1958, a 
gain of 5.75 million, or 18 per cent, 
during the past decade. In the 
same period, the number of fami- 
lies with three children under age 
18 increased 68 per cent, and those 
with four or more dependent chil- 
dren increased by 59 per cent. 


Lange Heads 
Property PR Group 


June 16—Roland H. Lange, vice 
president of Hartford Fire, 
has become first president of the 
newly established Insurance In- 
formation Institute. The organi- 
zation will combine all of the pub- 
lic relations facilities and opera- 
tions facilities and operations of 
seven nationally established capi- 
tal stock organizations represent- 
ing 292 insurance companies. 
Mr. Lange said, in briefly out- 
lining objective of the Institute, 
“The property, casualty and sure- 
ty fields will now have a single 
office through which to handle all 
of their public relations activi- 
ties, rather than through a num- 
ber of separate offices. The pri- 
mary, overall purpose of this In- 
stitute is to give the public all of 
the information and facts it 
wants, and should have, about our 
phases of the insurance business. 
We shall use all of the tools of 
sound public relations to do so.” 
Membership of the Institute is 
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insurance leaders 





comprised of capital stock casual- 
ty, surety, fire and marine asso- 
ciations. Charter members 
Association of Casualty and Sure- 
ty Companies, Inland Marine Un- 
derwriters Association, Inland 
Marine Insurance Bureau, Na- 
tional Automobile Underwriters 
Association, National Board of 
Fire Underwriters, National Bu- 
reau of Casualty Underwriters, 
and Surety Association of Amer- 
Ca. 


are: 


Income for Over 65's 


June 16—Nearly half the income 
of elderly persons in the U.S. 
now comes from private and pub- 
lic income maintenance programs, 
Prof. Wilbur J. Cohen of the Uni- 
versity of Michigan declares. 
Total income of those age 65 
and over was $25 billion last year, 
Cohen said in testimony prepared 
for the Senate Subcommittee on 
Problems of the Aged and Aging. 
Government programs provided a 
total of $10.6 billion to the elderly 
in 1958. This total includes $6.7 
billion from social security, $1.7 
billion from public 
and $2.2 billion from other gov- 
ernmental retirement programs. 
About $1 billion of over 65’s in- 
come came from private pension 
plans, with additional sums from 
individual insurance contracts. 
Taken together, these 
maintenance plans provided 45 
per cent of the aged’s income last 
year. An additional 40 to 45 
cent came from employment. 
Private pension plans have in- 


assistance, 


income 


per 
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by PAUL WOOTON 
Member, Chilton Editorial Board 


WASHINGTON TRENDS 


UBLIC support for the 

anti-inflation campaign, to 
which the Institute of Life In 
surance has making im 
portant contributions, has been 
so impressive as to quiet much 
of the clamor for heavy addi 
tional government spending 
When the session of Congress 
with its infusion of 
members, much 


been 


opened, 
new liberal 
argument was presented belit- 
tling the concept that the na 
tional budget must be kept in 
balance. 

Efforts by the 
tion, the life insurance compa- 
general 


administra- 


nies and business in 


have reversed the trend. Most 
legislators now are supporting 
a balanced budget and a reduc- 
tion in the public debt. Ap 
proval of presidential vetoes of 
spending bills has been so 
marked that the votes were not 
forthcoming to override vetoes. 


Usually the public is inclined 
to be lethargic toward 
policy but the drive this year 
demonstrates that the 
can be aroused to assert them- 
selves. The 11.2 million hold- 
ers of insurance policies are in 
the forefront of the movement 
for a stable currency. 


fiscal 


people 





creased, but they provide benefits 


to only a small proportion of those 


now age 65 and over, Cohen con 
tinued. Total contributions to pen- 


sion 
lion, 
paid 


1,250,000 
ceived 


plans in 1957 were $4.6 bil- 
of which $3.9 billion was 
by employers. There 
who re 
all 


were 
beneficiaries, 


about $1.2 billion in 


June 17—A new ruling by the 
New York State Tax Commis 
sion specifies situations in which 
a full-time life insurance 
will generally not be subject to 
the state’s Unincorporated Busi- 
ness Income Tax on commissions 
received from his prime company. 
Continued on page 52 


agent 
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Health Premiums: $3.7 Billion in 1958 


ET accident and health premiums of 420 insurance companies 

reached an all-time high of $3,751,276,286 during 1958, an in- 
crease of 8.0 per cent over 1957. Accident and health underwriting, 
as reported in THE SPECTATOR’S 1959 Accident Insurance Register, 
is second only to life insurance in premium volume and surpasses 
pure fire premiums and automobile physica] damage premiums, the 
next highest classes of business. 

While they wrote a record amount of business in 1958, the 78 
property insurance companies and the 342 life insurance companies 
in the Register also improved slightly their profit picture. In 1958 
the combined ratio of losses incurred and underwriting expenses to 
premiums earned amounted to 99.4 per cent. In 1957 that ratio 
was 99.6 per cent. 

For the companies writing group accident and health coverages 
in 1958, the ratio of losses incurred to premiums earned amounted 
to 87.6 per cent as compared to 88.3 per cent in 1957. Their ratio 
of underwriting expenses to premiums earned was 13.2 per cent 
in 1957 and 13.5 per cent in 1958. 

In individual accident and health, the 420 companies had a loss 
ratio of 46.8 per cent in 1958, and 46.3 per cent in 1957. Group 
health enjoyed a growth, jumping from $2,178,806,193 in 1957 to 
$2,333,936,821 in 1958, a gain of 7.1 per cent. Individual accident 
and health premiums earned increased 7.7 per cent from $1,267,- 
914,213 in 1957 to $1,366,074,740 in 1958. Group premium volume 
is now 63.1 per cent of the total, compared with 36.9 per cent for 
individual accident and health. Last year the comparable figures 
were 63.2 per cent for group and 36.8 per cent for individual. 





Milestones 


Frank B. Zeller has retired from the Royal-Globe, concluding 
45 years in insurance. He entered the marine office of Royal 
Insurance, Ltd., at New York in 1915. He is a past president and 
director of the American Institute of Marine Underwriters and 
has served in many other U. S. marine posts. 

Al Rathslag, state agent in Illinois for Reliance, has retired 
after 50 years in the insurance business, starting as an office boy 
for the Illinois Inspection Bureau. 

Urban M. Lelli, secretary for the Phoenix of Hartford, has 
retired after 49 years with the company. For the past 30 years, 
he had been in the Chicago branch office in charge of inland 
marine and business development. 

William N. Pike has retired after nearly 45 years with the 
Hartford Accident and Indemnity. He is the oldest active com- 
pany staff member in length of service, and pitched semi-profes- 
sional and professional baseball for 30 years before retiring from 
the sport in 1933. 

Institute of Life Insurance, along with the Life Insurance Asso- 
ciation of America and the American Life Convention, sponsored 
a symposium on the economic and social contributions of life 
insurance to the nation on July 28, featuring five nationally 
prominent speakers. Program was held in conjunction with the 
100th anniversary celebration of the Equitable Life Assurance 
Society of the U. S. 

Bankers Life of Des Moines has attained one billion dollars in 
assets and has over three billion of life in force. 

Manufacturers Life, Toronto, has passed the three billion mark 
for business in force. 

American Mutual Life, Des Moines, has $300 million of life in 
force. 


Daily Reports 


Continued from page 51 


But commissions received by such 
an agent from a company other 
than his prime company will still 
be subject to the tax. 

Spencer L. McCarty, managing 
director of New York State Asso- 
ciation of Life Underwriters, re- 
ports eight test cases by the 
State Association have produced 
this ruling. 

A career life agent will not be 
taxed, McCarty said, if he: (1) 
works full time for one company; 
(2) is forbidden by contract or 
practice from placing insurance 
with another company without the 
consent of his principal company; 
(3) is supplied with office space, 
stenographic services and _ tele- 
phone facilities without cost to 
him; and (4) is subject to general 
and particular sales supervision 
and company-established produc- 
tion standards. The exemption 
from the tax extends only to com- 
missions received from the agent’s 
prime company. 


June 18—Six life insurance execu- 

tives have been appointed to 
the Advisory Committee to the 
White House Conference’ on 
Aging, to be held in Washington 
in January 1961. The Advisory 
Committee includes 128 members 
and 103 of them met in Washing- 
ton recently for the first meeting 
with Arthur S. Flemming, Secre- 
tary of Health, Education and 
Welfare. Bertha S. Adkins, Under 
Secretary of the HEW Depart- 
ment, presided at the two-day ses- 
sion. 

Life executives included in the 
committee are: O. T. Everett, vice- 
president, Prudential; James 
Oates, Jr., president, Equitable 
Life Assurance Society; Marion 
Stevens Eberly, director, Women’s 
Division, Institute of Life Insur- 
ance; H. Bruce Palmer, president, 
Mutual Benefit Life; Orville Gra- 
ham, vice-president, Paul Revere 
Life; Victor Skutt, president, Mu- 
tual Benefit Health and Accident. 

The 1961 conference, to be at- 
tended by many hundreds of dele- 
gates appointed by the governors 
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of the 50 states, will devote its 
primary attention to the matter 
of planning for old age, beginning 
at the prime of life. Those at- 
tending the conference will in- 
clude men and women from every 
section of the country who have 
been giving special attention to 


sion level, they say. Data avail- 
able thus far in 1959 indicate a 
small increase over the corre- 
sponding period of 1958. More- 
over, with the coming rise in the 
number of persons attaining adult 
age, the annual number of mar- 
riages should climb rapidly after 


MDRT Plans 
Research Fund 


June 23—“To aid generally in fur- 

thering public understanding 
and enjoyment of the benefits and 
uses of life insurance” is the pur- 


pose of the Million Dollar Round 


reriatrics and the problems of old he early 1960’s <¢ remain ¢ : : 
8 , , P ictiecas the early 1000's and remain at Table Foundation established at 


age. high levels for many years to 


come. Continued on page 54 





Wives Get Tips 


° + ° 
Before Convention Canada: Life Assets Up 6.7% 


SSETS of Canadian life insurance companies rose to $475 

million during 1958 to a total of $7,426 million, according 
to the report of the Dominion Mortgage Investment Association. 
This represents an increase of 6.74 per cent over 1957 and a 
boost of 37.18 per cent in the past five years. Assets of members 
of this Association represent 99 per cent of total assets of all 
Canadian life companies. 

Investment in mortgage loans showed the largest increase, up 
$174 million during the year. This compares with an increase in 
1957 of $200 million, in 1956 of $317 million, and in 1955 of $347 
million. Mortgage loans now represent 34.42 per cent of the total 
assets of the companies. 

Residential properties account for about 84 per cent of all 
mortgage loans. Reflecting the higher price of land and con- 
struction costs, together with the continuing tendency toward 
larger homes, the average loan on single dwellings was $11,730 in 
1958, as against $10,560 in 1957 and compared to $4,600 in 1946. 

At the beginning of 1958, mortgage interest rates on conven- 
tional loans ranged from 6%4 per cent to 7 per cent. There was 
proper spirit by wearing leis, as they dis- no change in rates during the year, but there are indications 
cuss the trip to be made the end of August. that they are likely to rise to 7 to 744 per cent. 
ener _ ee ee The attractiveness of the bond market was reflected in in- 
ican, Dallas; Hearthstone, Boston; and First creases in all bonds held by the companies. After a steady 
National Casualty of Fond du Lac, Wis. decrease through the post-war period in holdings of Dominion 

government bonds, during 1958 higher interest rates attracted 
the companies back into the market and their holdings were in- 
creased by $53 million. These bonds now represent 4.58 per cent 
of the companies’ total assets, compared to 4.14 per cent in 1957 
and 22.25 per cent in 1949. 

Investment in Canadian corporation bonds increased by $86 
million during 1958. Holdings of provincial government bonds 
rose by $2 million, compared to an increase during 1957 of $25 
million. Total for municipal government bonds was $14 million 
higher. 

Policy loans increased by $18 million; investment in real estate 
was up $29 million, while stock holdings rose by $13 million. 


Men moy ponder what to do, but a 
woman's first question is always what to 
wear. To answer that all-important query 
before a convention in Hawaii, airline 
stewardesses discussed wardrobes with a 
group of some 50 women at Combined In- 
surance, Chicago. Pre-convention briefing 
was under the direction of Miss Dorothy 
Jones of Combined's sales staff. Above, 
Mrs. Francine Fernitz, Mrs. Julia Pollock, 
and Mrs. Marjorie Stone get into the 


June 22—Marriages in the United 

States decreased by about 4 
per cent in 1958, second straight 
year of decline in the number of 
weddings, report statisticians of 
Metropolitan Life. 

Actual number of marriages 
during the year was about 1,456,- 
000, compared with 1,518,000 in 
1957 and 1,585,000 in 1956. The 
1958 marriage rate—8.4 per 1,000 DISTRIBUTION OF ASSETS OF CANADIAN LIFE INSURANCE COMPANIES 
population, including Armed Doliar Distribution Percentage Distribution 

In millions of dollars To Total Assets 
Forces overseas—was the lowest 1958 ‘1957 1958 1957 1949 1939 
recorded since 1932. Government bende: ‘ ax 4.14% 22.25% 11.43% 

Apparently, the decrease in Hever 9 2 oo ee 
marriages was related to the busi- Other ; . 14.59 11.37 
ness recession, the statisticians Total : : : j 45.44 36.37 
surmise, since the sharpest de- 
crease occurred in the period from 
September 1957 through March 


Corporation bonds , ; ‘ : a 23.85 17.12 
Stocks ' , 5.71 12.99 
Mortgages : ; 7 . 15.83 13.95 
Real Estate 99 


B b ‘ 3.30 
Policy loans ‘ 8 4.41 10.50 
1958. Other é , 3.77 5.77 


100 .00% 
Lillian Millar 


Marriages may be expected to Total 160. 00% 


rebound soon to their pre-reces- 
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Insurance Building Facts 


Montpelier, Vermont. National 
Life of Vermont has commis- 
sioned artist Paul S. Sample to 
paint a mural for the lobby of 
its new home office building, to 
be completed next year. Mural 
is to be 50 feet long and eight 
feet high, depicting historical 
scenes of the state and of the 
109-year-old insurance firm. 


New Haven, Connecticut. Hartford 
Accident and Indemnity office 
has moved to new quarters in 
the first building finished in 
the city’s redevelopment pro- 
gram. Company occupies 1,800 
sq. ft. of floor space in the 
two-story structure. 


New York, New York. Eastern Life 
of New York has leased for its 
main office the 11th floor in the 
building recently completed at 
305 Lexington Avenue. 


Millville, New Jersey. Prudential’s 
Tri-City Office Building has re- 
ceived an award for excellence 
of design from the New Jersey 
Chapter of the American Insti- 
tute of Architects. Dedicated in 
September, 1958, the one- and 
two-story contains over 80,000 
sq. ft. of space. Exterior walls 
consist of large areas of glass 

panels. 

Frank 


and enameled glass 
Architect and designer: 


Grad & Sons, Newark. 


Milwaukee, Wisconsin. Branch of- 
fice of American Casualty has 
moved into a new. two-story 

brick and glass building, doub- 


ling its former space. 


Chicago, Illinois. Combined of 
America has moved into new 
headquarters. Six-story building 
with 80,000 sq. ft. of space was 
completely remodeled at a cost 
of $750,000. 


Skokie, Illinois. Allstate’s Midwest 
Zone and Illinois Regional Office 
has moved into their new build- 
ing, second major structure by 
the insurance firm here. On a 
12-acre tract, the building con- 
tains 101,051 sq. ft. of floor 
space. 


Indianapolis, Indiana. Associates 
Life has moved its home office 
into the new Fidelity Building 
at Monument Circle. 


Jackson, Mississippi. Branch office 
of Zurich-American has moved 
into its own building, a newly- 
constructed brick and _ steel 
structure. Architects: Lee and 
Brumfield. 


Omaha, Nebraska. Woodman of 
the World Life has leased its 
annex property to the E. John 
Brandeis Trust for 25 years. 
Three-story building now on the 
site is to be torn down and the 
Trust will erect a new office 
structure. 


Dallas, Texas. Insurance Com- 
pany of North America has 
started construction on an office 
building to house service opera- 
tions for North Texas, Okla- 
homa, and Arkansas. Two-story 
building is scheduled for com- 
pletion September 1. 25,000 sq. 
ft. Design calls for aluminum- 
trim curtain walls with glass 
window areas alternating with 
cadmium red porcelain panels 
separated by structural columns 
in a sienna accent. Brick trim 
will be in mixed _ purple-to- 
brown hues. An enclosed garden 
will have a pierced wall of cast 
stone and. brick. Architect: 
Broad & Nelson. General con- 
tractor: Julian Barry. 


Kansas City, Kansas. Py- 
ramid Life has awarded 
construction contract for a 
new split-level home office. 
Modern design will afford 
over 40,000 sq. ft. of office 
space. Apricot color brick 
will be used with curtain 
wall windows. Framing is 
of concrete and steel with 
built-up roof, and suspend- 
ed metal acoustical tile 
ceiling. Cost: $500,000. 
Builder: John M. Fogel 
Construction Company. 


Daily Reports 


Continued from page 53 


the MDRT 
Florida. 

Announcement of the new 
Foundation was made by Edmund 
Fitzgerald, board chairman of 
Northwestern Mutual Life. His 
company made a contribution to 
the Foundation in honor of its 
Special Agent, Adon N. Smith, 
CLU, who heads the MDRT for 
1959. 

Program for the MDRT Foun- 
dation includes research studies 
on: personal and business finan- 
cial problems of American citi- 
zens; public habits and attitudes 
on financial planning, savings, in- 
vestments, and personal security; 
economic factors relating to indi- 
vidual savings and security; and 
more effective relationships be- 
tween all types of financial ad- 
visers and the public. 


annual meeting in 


Agents’ Ad Spending 
Reaches $30 Million 


June 25 — Agents’ spending for 
advertising both national 
and local—reaches an estimated 
$30 million annually, reports 
NAIA President Archie Slawsby. 
Twenty-nine million dollars of 
that is local, he reports based on 
partial agency ex- 
penses figures in National Asso- 
ciation of Insurance Agents’ sur- 
veys on the cost of running a local 


analysis of 


agency. 

The other million dollars comes 
from state and local associations 
for the national NAIA advertising 
in consumer magazines and on 
TV. These campaigns, as well as 
the local programs, emphasize the 
NAIA symbol, the “Big I,’ and 
the American Agency System. 

At the annual meeting of the 
Insurance Advertising Confer- 
ence, Slawsby announced “Town 
Crier” awards which will be pre- 
sented annually to the insurance 
companies for outstanding coop- 
eration in publicizing the “Big I.” 
First awards in the series will be 
presented at the NAIA meeting 
in September. 
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July 1—General Insurance Co. of 

America “airlifted” an entire 
division to Denver from its home 
office in Seattle to establish a 
Rocky Mountain regional opera- 
tion recently. 

Flight involved 66 employes and 
more than 25,000 pounds of office 
equipment and records. Only one 
day’s work was lost in the air age 
move. In addition, 25 other em- 
ployes were shifted to Denver 
from Seattle. 

The 66 employes had been hired 
in Denver and sent to the Seattle 
headquarters four months ago for 
training. —Mountain States 


Highway Institute 
Open August 1 


July 2—Russell I. Brown, commis- 

sioner of Iowa’s department 
of public safety, will head the In- 
surance Institute for Highway 
Safety as its first president. He 
takes office August 1 at the ITHs 
headquarters at 1710 H St., N.W., 
Washington, D. C. 

Brown already has announced 
that 10 grants-in-aid totalling 
more than $400,000 have been ap- 
proved by the budget committee 
of IIHS. Largest sum, $158,000, 
will go to Northwestern Univer 
sity Traffic Institute. Other grants 
are National Safety Council, $74,- 
000; New York University (Cen- 
ter for Safety), $60,000; American 
Bar Association (Traffic Court 
Program), $46,000; American As- 
sociation of Motor Vehicle Admin- 
istrators, $31,000; National Com- 
mittee for Motor Fleet Supervisor 
Training, $16,000. 

Also, Products Committee for 
Traffic Safety, $10,000; National 
Committee on Uniform Traffic 
Laws and Ordinances, $6,500; 
Yale Bureau of Highway Safety, 
$2,200; and National Committee 
on Films for Safety, $250. 

IIHS was formed January 7 by 
the National Association of Au 
tomotive Mutual Insurance Com- 
panies, the Association of Casual- 
ty and Surety Companies, and the 
National Association of Indepen- 
dent Insurers. The three groups 
represent 532 U.S. casualty com 
panies. 

Brown is a career safety profes- 
sional. He was graduated from 

Continued on page 56 
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Insurance Building Facts 


Winnipeg, Manitoba, Canada. Formal opening of Great-West 
Life’s new head office building was held June 8. Premier Duff 
Roblin of Manitoba cut a ceremonial ribbon across the main doors 
in a brief ceremony attended by Manitoba’s Lieutenant-Governor, 
the Honorable J. S. McDiarmid, and other business, community, 
and government leaders from Canada and the U.S. 

3uilding, a T-shaped structure, is five stories high on an eight- 
acre tract. Construction began in 1956. Design employs smooth 
granite and unplaned stonework with glass used extensively along 
the front and sides. Red Minnesota granite offsets the light tones 
of Tyndall limestone on front facade and facing of the main en- 
trance foyer. 

A bronze bas-relief symbolizing the “average Canadian family” 
is mounted over the front entrance. Multi-colored work measures 
10 by 16 feet and was designed by Vancouver designer and sculp- 
tor Lionel Thomas. 

Marble arches flank the entry of the lobby which is panelled in 
walnut and has a terrazzo floor. Twin escalators in the central 


core serve all floors except the basement. Passenger and freight 
elevators provide auxiliary transport. 

A conveyor-belt system connects the central mail room with re- 
ceiving rooms on each floor. After mail for each floor is sorted, it 
is placed in trays at the dispatching station, and its destination 
dialed on a selector panel. 

All five floors at the rear of the building are built to carry elec- 
tronic equipment, with the company’s IBM 650 unit and other de- 
vices now concentrated on the fifth floor. 

Extensive communications system includes a 345-speaker public 
address system for emergency control, fire prevention, and dis- 
semination of selected music during working hours. 

Employee cafeteria was designed to serve 12 to 15 people per 
minute, and has a seating capacity of 370 at a time. Cafeteria 
opens on a walk shaded by an ornamental sun canopy, bordering a 
formal garden patio of walks, flower beds and lawn, and an orna- 
mental pool. For group activities, the staff club has been provided 
with an office, library and reading room in the lounge area. In the 
parking area, each space is provided with plug-in for engine heat- 
ing in winter. 

Total floor area is 219,000 sq ft. Architects: Marani & Morris, 
Toronto; Moore and Partners, Winnipeg. General contractor: G. 
A. Baert Construction Company, Ltd. 





Daily Reports 


Continued from page 55 


Iowa State Teachers College, 
where he studied safety education 
and science, and holds a master’s 
degree in safety from New York 
University. 

He served as director of safety 
education in the Creston, Ia., 
school system and on the staff of 
the National Safety Council in 
Chicago before joining the Iowa 
department of public safety in 
1955 as director of safety educa- 
tion. 


July 6—Utah Insurance Commis- 

sioner Carl A. Hulbert has 
begun an investigation to elimi- 
nate unqualified agents from writ- 
ing in the state. 

The law requiring examinations 
for agents’ licenses, Hulbert said, 
provides a troublesome exception. 
If an applicant for a license does 
his “principal insurance business” 
in a town of less than 4,000 popu- 
lation, he may not be required to 
show any qualifications. But once 
licensed, they may move or solicit 
business in larger communities 
without having to take an exam- 
ination. 

Each of approximately 10,000 
licensed agents in Utah will be 
questioned to determine (1) if 
they secured their licenses with- 
out passing a test; and (2) if 
their present qualifies 
under the escape clause. 

—Mountain States 


business 


SPECIAL REPORT 


Safe Driving Plans, 
Two Active Months 


July 15—During the short two 
and a half months it has been 
in force, the NBCU-NAUA’s Cali- 
fornia Safe Driver Insurance Plan 
has been: praised, attacked, imi- 
tated, envied, altered. It required 
only six weeks for the National 
Bureau of Casualty Underwriters 
and the National Automobile Un- 
derwriters Association to bring 
out major changes in the SDIP 
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Company News Corner 


Agricultural Insurance, Water- 
town, N. Y., has announced ac- 
ceptance of its stock exchange 
offer by practically all common 
stockholders and 85 per cent 
of the preferred stockholders 
of Anchor Casualty, St. Paul, 
Minn. 


Allstate Insurance International 
has been formed as a subsidiary 
holding company by Allstate to 
operate in foreign markets. 
First operating company to be 
set up is Altstadt Versiche- 
rungs, A.G. which began August 
1 in Switzerland offering auto, 
accident, fire and liability in- 
surance. 


Allegheny National Life is a new 
stock company organized in 
Erie, Pa., with authorized cap- 
ital of $200,000 divided into 
40,000 shares with a par value 
of $5 each. 


St. Lawrence Insurance is a new 
company formed in Chicago of- 
fering general lines, including 
“off manual’ automobile pre- 
miums. 


Wilshire Insurance, Los Angeles, 
has been authorized to do busi- 
ness in California. Firm will 
write specialty lines entailing 
unusual or exceptionally large 


risks, workmen’s comp, liabil- 
ity, and sub-standard passenger 
auto insurance through licensed 
agents and brokers. 


Guaranty Security Insurance is 
the new name for merged opera- 
tions of Northwestern Fire & 
Marine and Guaranty Security, 
both of Minneapolis. Organiza- 
tion will operate under the old 
Northwestern Fire & Marine 
charter with $1,250,000 in capi- 
tal. A management contract 
with Hartford Insurance ex- 
pired in January, 1959. 


Swett & Crawford, Los Angeles, 
has purchased a substantial in- 
terest in Harbor Insurance, San 
Diego, California. 


Pennsylvania Mutual, Collegeville, 
Pa., will be the new name for a 
proposed merging of operations 
between Perkiomen Mutual and 
Pennsylvania Mutual. Combined 
assets of the two companies 
would be $1,582,437. 


United Service Life, Washington, 
D. C., has increased its author- 
ized capital from $500,000 to 
$600,000. Stockholders have re- 
ceived two additional shares for 
each share held. Par value for 
each share has been reduced 
from $2.50 to $1.00. 

Continued on page 85 





which had been put in force on 
May 1 in that one state. 

Purpose of SDIP: “To produce 
more competitive rates for the 
better classes of risks so that our 
companies will not be faced with 
an ever worsening cross-section 
of business,” said James Cahill, 
NBCU secretary. 

At least four similar experi- 
ments in the last three decades 
have failed. But predictions are 
that SDIP has corrected flaws in 
earlier tries by shifting to traffic 
violations as well as accident rec- 
ords as the basis for merits or de- 
merits. 

Major changes made in SDIP 
last month were: 


(1) Only one chargeable acci- 
dent or moving violation now al- 
lows driver a 10 per cent discount 
from basic rate unless violation 
is very serious. Original plan had 
drivers with one point paying 
basic rate. 

(2) Drivers with two charge- 
able accidents or violations now 
pay the basic rate, instead of that 
rate plus a 25 per cent surcharge 
as in the original plan. 

(3) Safe drivers — no points 
from accidents or violations with- 
in last two years (three years 
originally )—still earn biggest dis- 
count of 20 per cent, but now they 
have a better chance of avoiding 

Continued on page 78 
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43,000,000 OPPORTUNITES 


are open at Mutual of 


families saw and read this ad in full color in the ra 
maha. For details write 
Sunday newspapers on July 26. It’s just one more of Vice President Howard 
. ° ae one Dewey, Omaha, Nebraska 
the many fine plans for individuals and families gS eta RE 
of all ages, available only through pene Cosmet Agnes 


: in your locality. 
Mutual of Omaha representatives. 








Announcing. ee 


A NEW Hospital-Surgical 
ENROLLMENT 


PERIOD 


Insurance for ALL 


Men and Women 


FOR 


OF regardless of pastor 


OMAHA’S present health 


Hailed by policy holders everywhere for the much-needed pro- 
¥-Talheols tection it has given to so many people, the Senior Security 


Policy is now, once more, available to all persons 65 and over. 


2s 
Sec au r ty e It's the only Senior Age Policy which provides hospital 


and surgical benefits, plus convalescent and nursing 


Dey i i cy home benefits 


AU re U ST e There are no physical exams required to qualify 


e Policy even covers pre-existing conditions after it has 
been in force six months 


— 


MUTUAL OF OMAHA 
SENIOR SECURITY DIVISION 
OMAHA, NEBRASKA 


IN GEORGIA, OKLAHOMA, 
LOUISIANA, AND TEXAS, 
rollment period the 


MUTUAL OF OMAHA also offers 

the finest in health and accident re ; -— fe) J OMAHA 

coverage for people under ¢ Phey 

feature low t, flexibl lans fe 

young fami f —“ 

working people, families large We J SKUTT - PRESIDENT 
small. Mail coupon today fi 
information 


MUTUAL BENEFIT HEALTH & ACCIDENT ASSOCIATION 
OMAHA + NEBRASKA 
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Wind Freezes, Un-Freezes 
InContrastingDecisionsonEC 


VERDICT finds decisions hard 
to reconcile on windstorm damage 


By LUKE A. BURKE 


Member New York Bar 


Lua plaintiffs, owners of a 


supermarket, sued their fire insur- 
ance carriers to recover the loss 
of certain refrigerated foodstuffs. 
There was no question but that 
there had been a windstorm in the 
vicinity, and that it had caused a 
break in the line supplying elec- 
tricity to a substation which served 
the area in which the supermarket 
was located. About 35 _ hours 
elapsed before electrical service to 
the insureds’ store was resumed. 
During this time, damage resulted 
to the refrigerated perishable food- 
stuffs in the store. 

At the time of the loss the plain- 
tiffs had extended coverage en- 
dorsements on their fire policies 
covering “direct loss by wind- 
storm.” 

The trial court found that the 
loss was covered by the policy, and 
the appellate court, in affirming, 
said: 

“The insuring agreement insures 
the plaintiffs against direct loss by 
windstorm to the contents of the 
store occupied by the plaintiffs at 
the time in question. The sole ques- 
tion is whether the loss described 
in the stipulation of facts consti- 
tutes a direct loss by windstorm. 
The court below in granting sum- 
mary judgment answered that 
question in the affirmative. 

“The contracts of insurance here 
involved do not appear to define the 
phrase ‘direct loss.’ Plaintiffs con- 
tend that under the facts presented 
there is a direct loss by windstorm 
as that term is used in the policies. 
They say that the entire commu- 


nity, including plaintiffs’ premises, 
was subjected to a strong wind- 
storm; that the wind knocked out 
the power company’s Snelling sub- 
station; and took out of service 
the distribution lines serving the 
immediate area; and that the in- 
terruption of power to the re- 
frigerating equipment caused the 
loss through spoilage and shrink- 
age of their insured stock... . 

“We have carefully examined the 
cases submitted and analyzed in 
defendant’s brief. We think they 
are distinguishable and not con- 
trolling. Some of the cases cited 
are clearly contrary to the weight 
of authority. Our Minnesota cases 
cited herein have refused to re- 
strict coverage in situations in 
which the peril insured against 
set in motion a chain of events 
originating on the premises of the 
insured or on premises immediately 
adjoining. 

“In the instant case, the chain 
of events culminating in the loss 
to the contents in plaintiffs’ store 
was set in motion by a windstorm 
which struck the area or commu- 
nity in which the insured property 
is located. It would hardly seem 
reasonable to say that a break such 
as occurred due to windstorm in 
the 13.8 kilovolt supply lines sup- 
plying the power company’s Snell- 
ing substation located about ™% 
mile from plaintiffs’ store and the 
failure of the 4 kilovolt distribution 
lines serving the area in which 
plaintiffs’ store is located were not 
in the contemplation of the parties 
at the time the policies were is- 
sued. 

“Similar results due to wind- 
storms have occurred heretofore in 
many communities and constitute 
a hazard familiar to both insurer 
and insured. We are unable to find 


wherein the policies contain a limi- 
tation of coverage excluding this 
type of loss, one which the insurers 
might have inserted if deemed ad- 
visable by an appropriate exclu- 
sionary clause in the insurance con- 
tracts. It is not unreasonable to as- 
sume that such a peril was well 
within the contemplation of both 
insurer and insured when insuring 
the stock in trade consisting of 
many perishable foodstuffs requir- 
ing refrigeration. Adopting the 
contention of defendants would in 
our view, as was said by the Iowa 
court in the Jordan case, be ‘en- 
tirely too narrow a construction.’ 

“The manner in which the re- 
frigeration equipment was powered 
by electric current furnished by 
the Northern States Power Com- 
pany and the probability of inter- 
ruption by windstorm was not be- 
yond the common knowledge of 
both insurer and insured.” 
(Lipschultz v. General Ins. Co. of 
America, Minnesota Supreme 
Court, May 29, 1959.) 

Another recent case, decided 
about a month before the Lip- 
schultz case, is Abady v. Hanover 
Fire Ins. Co. (U. S. Court of Ap- 
peals for the Fourth Circuit, April 
13, 1959). Although the facts are 
different, it seems hard to reconcile 
the holdings. 


Burst Water Pipes 


On the morning of January 21, 
1957, water was discovered pour- 
ing through the ceilings and floors 
of the plaintiffs’ building. After the 
water was turned off, it was found 
that the water pipes in the attic 
space had burst in a number of 
places as a result of the freezing 
of the water in the pipes. The cover 
for the hatch leading from the 
attic space to the roof was partially 
displaced. 

On January 10, 1957, there had 
been a windstorm during which the 
winds reached a velocity of 50 
miles per hour. The next day a 
period of freezing weather set in. 
The weather then moderated until 
the pipes which had frozen and 
burst during the cold spell, thawed, 
resulting in the release of the 
water through the holes in the rup- 
tured pipes. The plaintiffs sought 
to recover their loss under the ex- 

Continued on page 83 
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Boom, Politics, Growth, Inflation 
Attect 


ummer Portfolio Planning 


"Reef sails" in time, says INVESTMENTS, 


to ride out safely unexpected squalls 


By ERVIN L. HALL 


Partner, Davis and Hall 
Investment Management 


M IDSUMMER is a time to fish, 
a time to sail, and a time to 
do most anything that you enjoy. 
Even a little pondering over the 
future of the economy might be 
indulged without upsetting the 
summer’s tranquility. As a mat- 
ter of fact, such pondering will not 
be amiss because the investor will 
have many problems to solve and 
many decisions to make while our 
prosperity boom moves along. We 
are, you know, in the midst of a 
business boom that has grown more 
rapidly than many economists, 
business men and even investors 
anticipated. 

The boom is actually gathering 
momentum as the July report of 
the Federal Reserve Bank of New 
York points out. The Bank said 
there was no evidence of any slack- 
ening in the momentum of the 
expansion which has 
taken sales, production and employ- 
ment to new peaks in the first half 
of 1959. Apparently the bank gives 
considerable weight to the rising 
trend of business expenditures for 
plant and equipment as a stimulant 
to the boom. This stimulant was 
not present when 1959 began; 
many economists expected little or 
no change over 1958. Now all that 
has changed and the boom gets a 
new ally. 

It is no simple problem to guide 


business 


an investment program safely and 
profitably through an active busi- 
ness boom. Success requires con- 


stant alertness, because all booms 
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have a habit of overreaching them- 
selves. This overreaching shows 
up in great activity and with less 
attention being paid to some of the 
economic fundamentals. Capital 
structures, for instance, may be 
permitted to get out of line and 
credit may be extended beyond the 
point of reason. 

The seeds of trouble eventually 
begin to spread and to undermine 
the whole economy. This under- 
mining is not too apparent at first 
but it behooves all of us to keep a 
watch. By the time the 
trouble does become obvious, a con- 


sharp 


siderable amount of damage will 
already have been done. To spot 
future trouble can make a vast dif- 
ference to an investment portfolio 
when an adverse cycle gets into 
full swing. 


Usual Worries Plus Politics 

The way things are shaping up 
we will probably have, in addition 
to the usual worries that accom- 
pany every business boom, a con- 
siderable amount of political ac- 
tivity with which to contend. 

Two political schools of thought 
on the way to handle the economy 
are emerging. One 
should live within the limits of our 
productive capacity, stabilize prices 


believes we 


and keep a tight rein on Federal 
and State budgets so as not to run 
into deficit financing. The other, 
the so-called “spending school,’ be- 
lieves the entire economy will bog 
down if money is not made plenti- 
ful and the Government does not 
stimulate the economy from time 
to time with Federal projects. The 
fact that President Eisenhower is 


taking a vigorous stand for a 
stable and balanced economy, 
against a Congress that leans to 
the spending side, injects the dis- 
pute into the political arena. 

So with business activity gather- 
ing momentum plus a political dis- 
pute over the best way to prolong 
our prosperity, the problem of in- 
vesting money will call for consid- 
erable agility. Of the two forces at 
work, boom and politics, the politi- 
cal activity will probably be more 
difficult to analyze than the busi- 
ness reports. This is true because 
all politicians like prosperity. Re- 
gardless of the approach advocated 
for prolonging prosperity, the ora- 
tory will be towards keeping the 
constituents happy. Trying to 
please every one is unsound and 
can result in much confusion of 
thoughts with the basic issues over- 
whelmed by political cliches and 
slogans. All this will have some 
influence on the efforts of inves- 
tors and speculators to judge the 
future. 


Revival the Real Thing 

The market itself is well on the 
road to discounting our growing 
prosperity. Earnings and dividends 
in many industries should show 
considerable improvement this year 
with bright 1960. 
There is not much doubt any more 


prospects for 


about the business revival being 
the real thing. The demand for 
quality stocks would indicate con- 
tinued investment confidence in the 
future. 

Such generalities, however, are 
become 


dangerous and more so 


Continued on page 76 
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Data Book Gives 
Fire Facts and Figures 


NBFU issues second edition 


of property insurance compendium 


National Board of Fire Under- 
writers has issued a second edi- 
tion of its 40-page “Property In- 
surance Fact Book.” 

This data book is a compendium 
of information on fires, and facts 
about them for use as a ready ref- 
erence by research men, scholars, 
speakers and writers on fire or fire 
prevention subjects. 

The new edition, including the 
figures for 1958, adds last year’s 
fires by city size, and gives statis- 
tics on tropical storms, hurricanes, 
and tornadoes. Single copies are of- 
fered free. 


For Further Information Circle 30 on Card 


Compact Duplicator 
A small size spirit duplicator is 
announced by the Faymus Division 


of Bankers & Merchants, Inc. Fea- 
turing automatic impression con- 
trol, it produces one copy for each 
turn of the operating handle with 
exact printing register, even on le- 
gal size sheets. 

The D1 duplicator has a light al- 
loy stainless printing drum, mois- 
tening device with cast metal felt 
holders, coated metal side covers, 
and elastic printing pressure. 


For Further Information Circle 31 on Card 


Tax-Free Disability Dollars 
What happens to a professional 
man’s income when he is disabled? 
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USE REPLY CARD ON PAGE 65 

For more information on one or more of these 
items, tear out the reply card. Circle on it the 
number or numbers matching the figures following 
each item in which you are interested. Fill in the 
blanks, sign your name and mail the card. 

This reply card is not an order blank. Please do 
NOT send money to THE SPECTATOR. Card merely tells 
the supplier that you want, without obligation, more 
information about his product or publication. 


A new booklet by Research & Re- 
view describes the peculiar plight 
of the lawyer or doctor should he 
be disabled for a long time. 

Titled “Tax-Free Disability Dol- 
lars for the Professional Man,” the 
pamphlet brings out that a profes- 
sional man’s net income of $15,000 
is equal to a manufacturer netting 
10 per cent on sales of $150,000. 
The way to insure such income is 
with tax-free disability dollars that 
would help conserve savings and 
property already accumulated. 

Booklet can be used as a mailing 
piece to prospects and clients. For 
a minimum order of 10, copies are 
15¢ each. 


For Further Information Circle 32 on Card 


Home Fire Inspections 

How municipal fire departments 
can conduct home inspections is 
outlined in a new publication, 
“Home Inspections by Fire Depart- 
ments,” released by the Federation 
of Mutual Fire Insurance Compa- 
nies. 

Cities which have adopted peri- 
odic home inspection for hazards 
report significant reductions in 
home fires, according to the book- 
let. Copies of the manual have been 
mailed to fire chiefs in towns hav- 
ing a population above 2,500. Fire 
departmen‘s wishing to use the 
manual for instruction and plan- 


ning purposes May get additional 
copies. Also, an individual inter- 
ested in checking on fire hazards 
in his own home can obtain a copy 
of the manual on request. 


For Further Information Circle 33 on Card 


How to Use Slidefilms 

How slidefilms are made and 
used in business is the subject of 
a color slidefilm ‘Sales Report— 
Zero.” The film incorporates ex- 
cerpts from successful films now in 
use by insurance companies and 
other firms. 


Versatility of the slidefilm is ex- 
plained. It is noted that some com- 
panies spend five times the cost of 
2 slidefilm to make a motion pic- 
ture for training or other sales use, 
when the less expensive slidefilm 
would have done a better job. “ 
Report—Zero” is 12 minutes long 
and can be obtained from its pro- 
ducer and distributor, Transfilm 
Incorporated. 


For Further Information Circle 34 on Card 


Sales 


Lie Detector Training Course 

The Keeler Polygraph Institute 
has published a bulletin describing 
its resident training 
polygraph (lie detector) interroga- 
tion techniques. 

The comprehensive six-week lab- 
oratory course includes basic the- 
ory, observing and running poly- 
graph interrogations. Altogether 
240 hours are spent on the ten 
phases of the course. Each class is 
limited to 14 students. 

Bulletin ts offered 


For Further Information Circle 35 on Card 


courses. in 


free. 


Scriptograph on Auto Safety 
A scriptographic booklet, called 
“Your Next Accident—and how to 
AVOID it,” has been published by 
the Channing L. Bete Company. It 
Continued on page 62 
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Exé€cukive Ottice: 155 Sixth A-wen-ve:, 


ORGANIZATION 


A 


AWARD-WINNING PLANT 





CUTLER-HAMMER, INC., LINCOLN, ILL 


DESIGNER—ENGINEER—BUILDER: 
THE AUSTIN COMPANY, CLEVELAND 


SAFEGUARDS ITS PROPERTY WITH 


ADT Chitomilic PROTECTION 


Selected by FACTORY magazine as 
one of the nation’s Top Ten for 1959, the 
new Cutler-Hammer low-voltage distri- 
bution apparatus plant is a model of 
clean building lines and uncluttered 
working space—with plenty of growing 
room. 

Automatic operations within the 300,- 
000 square-foot plant are used wherever 
possible, even to safeguards against fire 
and intrusion. 

ADT Sprinkler Supervisory and Water- 
flow Alarm Service maintains a continu- 
ous, automatic check on water supply to 
the sprinklers and will automatically 
summon fire fighters in case of fire. In 
unsprinklered plant areas, ADT Aero 


Automatic Fire Alarm Service will auto- 
matically detect and report a fire in those 
vital first few minutes. Failure of Cutler- 
Hammer watchmen to signal while on 
patrol will result in prompt investigation. 


ADT SERVICE CAN HELP YOU, TOO... 


Whether your project is old or new, 
sprinklered or unsprinklered, there is an 
appropriate ADT Automatic Protection 
Service to meet every requirement. An 
ADT specialist will show you how com- 
binations of automatic services can safe- 
guard property, profits, and employees’ 
jobs, at lower cost than other, less effec- 
tive methods. Call the ADT sales office 
listed in your phone book; or write to our 
Executive Office. 


Controlled Companies of 


AMERICAN DISTRICT TELEGRAPH COMPANY 


NATION WIOD E 
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New Products and Services 


Continued from page 60 


tells what the driver himself can do 
to prevent accidents. 

The booklet uses the scripto- 
graphic style of few words and 
many illustrations. It describes five 
ways in which anyone can reduce 
his chances of having an accident. 
Pamphlet can be used in driver ed- 
ucation courses, safety campaigns, 
fleet training programs, and by 
other organizations. Single copies 
of the 16-page booket are 25¢ with 
reductions on quantity orders. Back 
cover may be imprinted by the 
sponsor. 


For Further Information Circle 36 on Card 


Changes in Actuarial Exams 

The Casualty Actuarial Society 
has revised its syllabus of examina- 
tions and list of recommended read- 
ings for prospective members. 
Changes become effective with the 
examinations in May, 1960. 

Major syllabus change is addi- 
tion of a separate examination on 
the subject of general mathematics, 
including college algebra, analytic 
geometry and calculus. Separate 
examinations on probability, statis- 
tics and elementary life insurance 
mathematics have been retained. 
Content and emphasis of some of 
the other examinations have also 
been rearranged. 

Copies of the revised syllabus 
have been sent to all members and 
students who registered for exam- 
inations in previous years. 


For Further Information Circle 37 on Card 


Booklet on Wood Furniture 


The summer issue of “Trends,” 
the Wood Office Furniture Insti- 
tute’s direct mail quarterly, has 
been released. Three brief articles 
and four-color photos describe at- 
tractive modern offices of different 
types. 


For Further Information Circle 38 on Card 


Report Cites U. S. Strength 


In its 39th annual report, the Na- 
tional Bureau of Economic Re- 
search gives some evidence of its 
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Drivotrainer Goes to the Country School 


Students now may learn to drive in a new 
mobile classroom for Aetna Drivotrainer, 
developed to serve small city and rural 
school systems. The s»recially designed bus, 
equipped with six training cars and facil- 
ities for showing 21 special films, can be 
moved on a regular schedule to all schools 


For Further Information 


of a system. In the picture above, students 
enter classroom, (lower left) and “drive” 
through traffic situations shown on screen 
pulled down at front of bus (top). In- 
structor at automatic scoring unit at rear 
can detect each student's driving errors 
as they occur (lower right). 

Circle 39 on Card 





findings that the U. S. economy is 
strong and getting stronger. 

One indicator pointed to by the 
Bureau’s director of research is na- 
tional product per person, reported 
as higher than in any other coun- 
try of the world. According to Bu- 
reau findings, national product per 
capita has been rising at an aver- 
age rate of about 20 per cent per 
decade over the last 80 or 90 years. 
National product per manhour of 
work has risen at an even faster 
rate—about 25 per cent per decade. 
Since World War II output per 
manhour has increased by 35 to 40 
per cent per decade. 

The Bureau’s report, titled ‘‘The 


Study of Economic Growth,” de- 
scribes work in progress in fields 
ranging from business cycle analy- 
sis to international economic rela- 
tions. Since 1920, the National Bu- 
reau has been helping to determine 
the quantitative facts upon which 
economics today rests its claim as 
a science. 


For Further Information Circle 40 on Card 


Photos in Legal Cases 


A new handbook on “Photogra- 
phy in Law Enforcement” has been 
published by Eastman Kodak. The 
book replaces a volume with the 
same title published in 1948. Text 


THE SPECTATOR 





is by Charles E. O’Hara of tne 
New York City Police Department. 
For insurance readers, the hand- 
book describes the use of photo- 
graphs investigating traffic acci- 
dents, arson and forgery cases. 
Photographs from police agencies 
across the country illustrate the 
80-page volume. 

The section on traffic accidents 
advises where pictures should be 
made, and gives special techniques 
for hit-and-run _ investigations. 
Handbook sells for $1.25. 


For Further Information Circle 41 on Card 


Floor Mats Match Desks 

Office floor mats by Cole Steel 
Equipment Company are made in 
five colors to blend with matching 
desk finishes, and also in transpa- 
rent plexiglas. Of heavy laminated 
plastic over a base of Preswood, 
the mast is weighted to prevent 
sliding or creeping. The surface re- 
sists alcohol, cigarette burns, ink, 
chipping, and peeling. 


For Further Information Circle 42 on Card 


Help for Proofreaders 

Check-a-Line Guide aids ac- 
curacy and reduces eye and neck 
strain for typists, proofreaders, ac- 
countants, and auditors. The guide 
shows copy to be checked for er- 
rors a line at a time and stays 
parallel without slipping or slid- 
ing. Fingertip control on the axle 
moves the guide either up or down 
the exact distance needed. 


Price is $1.50 for the 814” let- 
ter size, and $2.25 for 17” report 
size. 


For Further Information Circle 43 on Card 


Pamphlet on Child Safety 
National Safety Council has pub- 
lished an off-the-job safety aid en- 


Continued on page 64 


August 1959 


for today’s business office 


Best insurance buy 


Lames 


—— oo ‘ ae ds 








WHYy RISK L 

















OSSES to costly office equip- For the eligible risk, this Special 


ment and furnishings when you now _— Form provides more coverage against 


can get bre 


»ad, multi-peril coverage more perils at less than the cost of 
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To Our Top Men 


Sincere congratulations to the 133 men who qualified last year for 
membership in our President’s Club. They did it through outstanding 
achievement in performance and in quality of service to clients. 
Forty-one are life and qualifying members, having earned this honor 
ten or more years. & Twenty-three also qualified for the President’s 
Club Honor Table which requires, in addition, the production of a 
million or more new life insurance in our Company. @ Our hats are 


off to our five star group. 


CONNECTICUT GENERAL €@@35 


Life Insurance Company, Hartford 





Frank E. Gerry 


MILES M. DAWSON & SON, INC. 


Consulting Actuaries 


1014 Hope Street 
Springdale, Conn. 











BROWN and RICHARDSON 
BROWN, CONRAD and RICHARDSON 


Consulting Actuaries 


Edward D. Brown, Jr. Jean Conrad Robert A. Richardson 
CHICAGO CLEVELAND 








New Products and Services 


Continued from page 63 


titled, “Child Safety in the Dan- 
gerous Years.” 

The multi-colored, 12-page pam- 
phlet deals with the safety of chil- 
dren from birth till nine years of 
age, discusses parents’ safety atti- 
tudes and presents a check list of 
household booby traps for young- 
sters. It sets down simple, sensible 
precautions to make a child’s life 
safer. 

Further information on the pam- 
phlet and quantity prices may be 
obtained from the Council. 


For Further Information Circle 44 on Card 


Roomy Briefcase 


The Hahn Company offers a 
roomy attache case covered in exec- 
utive brown vinyl with the look of 


leather. The case has rounded cor- 
ners, 3-side zipper closing, brass 
hardware and doubles as an over- 
night bag. Overall size is 1544 x 
10% x 3 inches. Price is $3.25 in- 
cluding federal tax, with lower 
prices on quantity lots. 


For Further Information Circle 45 on Card 


Versilan for Office Furniture 


The new office of Marine Office 
of America, New York, features 
Sturgis Posture Chairs specially 
upholstered in ‘Versilan.” This 
fabric is durable, soil-resistant and 
vinyl coated, developed by Landers 
Corporation to withstand the wear 
and tear of office life. 

“Versilan” is available in a wide 
variey of colors and weights for 
every office use. Long a prime sup- 
plier of vinyl coated fabrics to the 
automotive field, Landers has de- 
veloped “Versilan” in its own lab- 
oratories in Toledo. 


For Further Information Circle 46 on Card 
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Executives Bookshelf 


Life Insurance in West Germany 

German Life Insurance 1959 (“Die deutsche Lebensver- 
sicherung 1959”) is a new booklet prepared in the Ger- 
man Republic. Besides a detailed report on life insurance 
during the year 1958, the annual contains some present- 
day articles and an international comparison of life insur- 
ance development. The booklet is in German. 

In 1958, 4.6 million policies with a total value of 8.89 
billion DM were sold in the German Republic. The authors 
point out that 1958 figures, one 
must into consideration the large number of policies 
bought in 1957 for the sake of being exempted from the 
social insurance program. If these “exemption insurances,” 


in comparing 1957 and 


take 


amounting to 1.56 billion DM, are deducted, the increase 
rate for new 1958 as compared to 1957 
amounts to 12 per cent. 

For information write to Verband der Lebensversiche- 
rungsunternehmen, Karl-Friedrich-Strasse 7, Karlsruhe, 
Germany. 


purchases in 


Analysis of Special Fire Risks 

Factories, warehouses, department stores, public utility 
plants, and many other special use establishments must be 
carefully analyzed for fire risks involved before fixing either 
the fire rate or the amount of insurance acceptable on them. 

William D. Milne’s book, ‘Factors in Special Fire Risk 
” is offered for anyone making inspections of spe- 
cial risks, and for all who are interested in protecting large 
properties against fire loss. It stresses the obligations of the 
carriers, the keys to underwriting, and procedures for inves- 
tigating a loss. Much space is devoted to automatic sprinkler 


Analysis, 


Contiased on next page 
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Bookshelf (Continued) 


systems. Construction of buildings and occupancy hazards 
are also covered. 

Book is published by the Chilton Book Division in coop- 
eration with THE SPECTATOR, and will be available early 
in September. The author was with the Eastern Under- 
writers Inspection Bureau for many years as inspector and 
in various other capacities. 165 pages. $10. 


For Further Information Circle 267 on Card 
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UOHEDES SHDIIIA 


- Statistics on Employee Welfare and Pension Funds 


The New York Insurance Department announced publi- 


é cation of its first, annual statistical volume titled “Em- 
pleyee Welfare and Pension Funds: Statistical Tables.” 
Since 1956, all labor-management employee welfare funds 


have been required to register with the Insurance Depart- 
ment and to submit annual statements. This compilation 
shows an estimated 2,054,359 employees registered with 939 
funds having total assets of $666,373,662. 

Statistical tables cover health and group life insurance 
experience, benefits paid, and many other breakdowns of 
submitted figures. 

The 197-page book may be obtained by writing to the 
New York State Insurance Department, Welfare Fund 
3ureau, 123 William Street, New York 38. Price is $5.00. 
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Selected Articles Reflect Property Trends 


All phases of property and casualty insurance are covered 
in “Readings in Property and Casualty Insurance” by H. 
Wayne Snider. Volume consists of 54 articles of permanent 
and significant interest. Selected features of insurance op- 
erations are described in detail, and many important trends 
and problems are discussed by experts in their particular 
fields. The editor, Dr. Snider, is assistant professor of in- 
surance at the Wharton School, University of Pennsylvania. 
Published by Richard D. Irwin. 543 pages. $6.50. 


For Further Information Circle 268 on Card 
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facts... 
current 
as your 
morning 


paper... 


IBM RAMAC® 305 UPDATES ACCOUNTS ON A DAILY BASIS 
FOR FARMERS AUTOMOBILE INSURANCE 


Updated accounts on a daily basis—that's 
just one advantage IBM RAMAC 305 brings 
to Farmers Automobile Insurance Associa- 
tion of Pekin, Illinois. 


‘We've greatly speeded up policy writing 
and rating,’’ says Robert Tebben, Manager 
of the Association. ‘‘Agents’ accounts are 
kept up to date on a daily basis, as are 
premiums, pending reserves and paid losses 
for each agent.” 


RAMAC also processes automobile insurance 
applications, maintaining a complete set of 
updated records, as well as computing the 
rate and printing the policy declaration. 


August 1959 


In addition, Farmers Auto uses RAMAC to 
store data on premiums in force, total in- 
surance written, agency production and fre- 
quency, pending reserves, paid losses and 
agents’ accounts. RAMAC produces any set 
of statistics at random; for instance, com- 
plete experience reports, requiring no addi- 
tional extensions or computations, are now 
printed in a mere fraction of the time 
formerly required. 

Why not find out just how the IBM RAMAC 
305 can help your insurance business? Call 
your local IBM representative today. The 
RAMAC 305, like all IBM Data Processing 
equipment, may be purchased or leased. 


At IBM RAMAC 305: Robt. Tebben, Secretary- 
General Mgr., and W. F. Donley, President, 
Farmers Automobile Insurance Association. 


DATA PROCESSING 





Automatic Monthly Checks 
Introduced for All Lines 


insured may use pre-authorized check or monthly coupon book 
for payments as described in NEW CONTRACTS AND POLICIES 


SysteMatic, a method for auto- 
matic monthly payment of insur- 
ance premiums, has been announced 
by the Springfield-Monarch Com- 
panies, Springfield, Mass. Agents 
in practically all states can use the 
system. Fire, casualty, life and 
health premiums can all be paid in 
monthly budget payments. 

The payment plan is reported as 
the first application of the pre-au- 
thorized check system to property 
and casualty insurance premiums. 
After an initial down payment, 
monthly payments are equal and 
continuous except when 
amounts or rates change. The in- 
sured is not required to make re- 
newal down payments at the ex- 
piration of one three or/-year term 
property and casualty policies. 

The insured can use either the 
pre-authorized check method, or a 
book as a payment re- 


face 


coupon 
minder. 


For Further Information Circle 216 on Card 


Simplified Life Reinsurance 

Life Insurance of North America 
offers reinsurance for life, and com- 
plete individual, group, and catas- 
trophe life and A&S reinsurance 
facilities under a system called 
“Simplematic Re.” 

The large majority of risks to be 
reinsured automatically under Sim- 
plematic Re will require no notice 
to Life of North America, no ap- 


68 


WHAT THE NUMBERS MEAN 

If you would like more information about one or 
more of the policies or lines reviewed here, circle 
on the card between pages 64 and 67 the number 
or numbers following those items. Write your name 
and address on the card and drop it in the mail. 


plications, no cessions, no policy 
reserve figures, no individual policy 
reinsurance premium calculations, 
and no posting of reinsurance pre- 
miums when paid. 

Recapture of risks reinsured re- 
quires only notification of the ced 
ing company’s new retention sched- 
ule. Individual policy calculations 
or new cessions are not needed. 
Billing by individual policy listing 
is eliminated. 

The system uses the modern elec- 
tronic practice of “accounting by 
exception.” The ceding company’s 
mortality experience, as_ reflected 
in its claims, forms the primary 
basis for the premium calculation. 


For Further Information Circle 217 on Card 


Auto Plan in Mich., Indiana 

Riverside Insurance of America, 
Battle Creek, Mich., announces an 
insurance plan for “safe” drivers 
with lower rates. Plan has been in- 
troduced through the American 
Agency System in Michigan and 
Indiana, and will be offered in ad- 
ditional states. 

Plan has a continuous policy with 
semi-annual and quarterly pay- 


ments, signed applications, direct 
billing by the company on behalf 
ot the agent, and cash with the 
application. 


For Further Information Circle 218 on Card 


Three-Way Life with Variable 

A variable annuity package that 
includes ordinary life insurance, 
equity investments and annuity 
benefits is offered by Fidelity Bank- 
ers Life. In addition to the regulat 
death benefits of the policy, the plan 
provides income at time of retire- 
ment and shares in a mutual fund 
Fidelity Variable Stock Fund, Inc., 
was established by the insurance 
firm, and is registered with the Se- 
curities and Exchange Commission. 

Package is available to a com- 
pany’s employee on an individual 
and voluntary basis. When spon- 
sored by a corporation or a group, 
a payroll deduction procedure can 
be set up to facilitate employee 
participation. Though not group in- 
surance, some of the underwriting 
principles of group insurance are 
available to employer-sponsored 
plans, such as avoidance of medical 
examination and penalties for more 
hazardous occupations. The mutual 
fund shares can be converted to a 
fixed annuity at retirement. 

Since the mutual fund is open 
only to policyholders, it has no 
sales load and no commissions are 
paid on the purchase of shares. A 
quarterly fee of 1, of 1 per cent to 
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meet certain costs af administra- 
tion is imposed. 
For Further Information Circle 219 on Card 


Budget Payments for A&S 


General American Life will offer 
personal accident and sickness in- 
surance, as well as life, to employ- 
ees in companies with qualified 
3udget Insurance (salary savings) 
franchises. 

All the company’s personal A&S 
contracts will be available under 
the Budget Insurance plan. These 
include business and professional 
men’s income protector, a low-cost 
policy which pays benefits up to 
life for accident and five years for 
sickness, hospitalization, medical 
reimbursements, and other forms 
of income protection. 


For Further Information Circle 220 on Card 


13 Classes for Auto Policies 


An experiment in setting auto- 
mobile insurance rates according 
to the actual driving record and 
age of the individual, as well as the 
use and average annual mileage of 
the automobile, was launched in 
Nebraska during June by the Trav- 
elers. The company will offer the 
program or desirable modifications 
of it later in additional states. 

Discounts up to 30 per cent will 
be given the motorist not involved 
in an accident or a moving viola- 
tion charge during the past five 
years. A smaller discount will be 
accorded those with such a record 
during the past three years. In an 

Continued on page 70 


~ALl- | 
"One disaster after another will strike you. 


By the way, my company has decided not 
to renew your policies.’ 
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A Complete 
Package 





for Agency Building 








Indianapolis Life provides its general agents with a complete “‘package”’ 
for productive, profitable agency building. In it are: a full line of popular, 
modern, low-cost policies—life, accident, sickness, hospitalization, major 
medical—backed by a company of unexcelled financial strength with an 
enviable 54-year record of quality service to policyowners at the lowest 
cost consistent with safety. e A substantial training allowance together 
with all the necessary agency-building tools including a career compensa- 
tion plan and a production incentive agreement for new men. e Liberal 
commissions for agents and general agents plus life-time service fees... 
hospitalization and major medical benefits . . . group life... and a non- 
contributory pension plan. 


Watter H. Hueat, President ARNOLD Bere, C 
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INSURANCE COMPANY 


A Mutual Company - Founded 1905 - Indianapolis 7, Indiana 


EXECUTIVE & REGIONAL OFFICES 


BRANCH OFFICES 


CHICAGO LOS ANGELES 


2. L. U., Agency Vice-President 


AGENCY OPPORTUNITIES in Colo., Conn., Fla., Ill., Ind., la., Ky., Mich., Minn., Mo., Neb., N.D., Ohio, S. D., Tenn., Tex., Wis. 


123 WILLIAM ST., NEW YORK 38 e 550 KEARNY ST.,SAN FRANCISCO 8 
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New Contracts and Policies 


Continued from page 69 


effort to reflect the exact degree of 
ratable hazard for each class, the 
company will use 13 classifications. 

One of the main innovations is 
the introduction of packaging auto 
insurance, combining liability and 
related insurance with or without 
physical damage insurance, writ- 


ten on a six-month basis. Auto cov- 
erage may still be purchased on an 
annual basis as is now the case, if 
the insured wishes it. 


For Further Information Circle 221 on Card 


Executive Income Protection 


Wisconsin National Life’s Exec- 
utive Income Protection policy is 
guaranteed renewable to age 65, re- 
newable on the company’s option 
after 65. 

Policy is written for men, and 


ADDED 
TO 
YOUR 
LINES 
a 


The GO Company has 


and it will pay you to investigate! 





REPUBLIC NATIONAL LIFE INSURANCE COMPANY 


DALLAS, TEXAS 


LIFE « ACCIDENT « SICKNESS » MEDICAL AND SURGICAL REIMBURSEMENT « HOSPITALIZATION 
GROUP. « PENSION e« FRANCHISE *« BROKERAGE e¢ COMPLETE REINSURANCE FACILITIES 


pays benefits for total disability 
due to illness for two or five years, 
or to age 65. Total disability bene- 
fits for accident are obtainable for 
two years, five years, to 65, or life- 
time. 


For Further Information Circle 222 on Card 


Select Driver Policy 

The Great American Companies 
have introduced an economy auto 
policy in selected states. Called the 
Select Driver Policy, contract is 
written in the American National 
Fire. It features a six-month term, 
renewable by payment of each sub- 
sequent six-month premium, direct 
billing and streamlined processing 
machine tabulated. Impaired and 
extra-hazardous risks are not ac- 
cepted. 

The companies have changed 
their status with the National Bu- 
reau of Casualty Underwriters and 
the National Automobile Under- 
writers Association from member- 
ship to subscribership. 


For Further Information Circle 223 on Card 


Premiums by the Month 


Fireman’s Fund announces in- 
stallment premium plans called 
Credit Account Plans. Contracts 
call for payment of total premiums 
over a fixed period of time. Pro- 
ducers retain full control over re- 
newals. 

All payments are equal, except 
for a smaller down payment which 
does not include a budget charge. 
Choice of plan permits monthly, 
quarterly or annual payments. 

Almost all bookkeeping is han- 
dled on the fund’s 705 computer. 
Insureds who select this plan re- 
ceive pre-punched premium pay- 
ment cards. Up to four policies 
may be included under each plan. 


For Further Information Circle 224 on Card 


Cancer Combination Policy 

Continental Life & Accident, 
Idaho, offers a life insur- 
ance plan which pays up to one- 
half the face amount for treat- 
ment of internal cancer. For 
applicants age 55 and under, no 
further premiums are charged on 
the policy should total disability 
occur. 


For Further Information Circle 225 on Card 
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Compare this New 


BENEFIT ASSOCIATION 
LIFETIME $<A PROTECTION 


with any agency profit opportunity 
you ever saw! 


This Protection js 


Compare for yourself, and you'll GUARANTEED 


discover that this new Special Lifetime 

Disability Plan, paying R ENEWAB LE 
Monthly Income Benefits even for life upon 

offers you higher agency income potential, because it offers 


your customers the best value in sickness and accident 
coverage. Here’s your answer to prospects who demand 


Guaranteed Renewability at Low Price! 


Shorter waiting periods and fewer exceptions make this an 
easier, faster, cleaner sale. This is first day coverage, not 
usually found in any kind of guaranteed renewable cover- 
age. High commissions, front and back, give you 


Big Profit -Making Potential 
that helps you build and maintain high earnings for your 
agency and every writing man on your team. 
GET THE FACTS! for complete information, rates, 
specimen policy, and details on general agency opportuni- 
ties in your territory, write 


JOHN H. LUMLEY 


Executive Vice President 
Dept. 808 


" JS not More 
1S €arned jn. 


\ enn aetna sa a appli- 
; 10. Icy ; 
BENEFIT ASSOCIATION neste 
of Railway Employees || 
Established 1913 
. Benefit Association Building © Chicago 13, Illinois 4 
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These Names Make News 


Continued from page 8 


New York Life’s medical de- 
partment. He succeeds Dr. Wil- 
liam Bolt, who is retiring. Dr. 
Getman has been a company 
medical director since 1952. 


Robert Leys, recently promoted to 
assistant vice president of All- 
state, has been named head of 
its consumer relations group. 
He managed the New England 
office prior to his transfer to 
Skokie. 


Eugene T. Beckley and C. G. 
Weakley have been elected se- 
nior vice presidents of the 
Texas Employers Insurance As- 
sociation. W. T. Jones was 
named vice president and sales 
manager. John F. Stevens is 
vice president and actuary. 


Stanford Y. Smith has been made 
vice president for agencies of 
Piedmont Life, Atlanta, Ga. He 
has directed development and 


sales promotion for Liberty Na- who become presidents of na- 

tional Life. tional organizations. Mr. Clem- 

ent was president of the Insur- 

James E. Wells has been elected ance Advertising Conference. 

vice president and agency di- 

rector of State Mutual Insur- 
ance, Rome, Ga. 


Alan O. Robinson, president of 
Yorkshire of New York and the 
Seaboard Fire & Marine, both 

Dale C. Long, vice president of All companies of the America Fore 
American Life & Casualty, Loyalty Group, has been elected 
Park Ridge, Illinois, has re- board chairman of the Insur- 
signed his home office position ance Society of New York. 
to become regional vice presi- E. C. Booth was elected to the 
dent for Iowa. board of employers Mutual, Des 

Moines, Iowa. He is secretary 
treasurer of Lennox Industries. 

Richard Greenwald Robert S. Aitken has been ap- 

ew pre egg ‘ pointed resident secretary and 

New York Mutua! . > Alex. Langstaff casualty super- 

Casualty. He wil ory visor for Canada of the Home 

agence seg Insurance Company. 

tion manager of : 

agency and broker- Harold W. Thomson, general man- 

age sales. ager of the Imperial Bank of 

Winthrop Clement, public rela- Canada, has been elected a di- 
tions manager of American In- rector of National Life Assur- 
ternational Underwriters, was ance of Canada. 
honored at the 138th commence- Edward L. McCrory has_ been 
ment of Colby College, Water- named director of advertising 
ville, Maine, with the presen- of Federal Life and Casualty in 
tation of a “Colby Gavel.” The 3attle Creek, Mich. He will also 
gavels are presented to alumni direct the advertising activities 


\ A WELL-BALANCED COMPANY 


at guaranteed interest. 


The 





e at original maturity date, policyowner can 


@ at any time within this five year period he can: 
Draw out cash value plus interest. 


Start receiving monthly retire- 
ment checks under any of six 


' optional modes of settlement. } A. E. STRU DWICK Co. 
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of Federal’s affiliated compa- 
nies, Wolverine of Battle Creek; 
Secured, Indianapolis, and the 
Riverside of America, Little 
Rock, Ark. 

C. Lowell McPherson has been ap- 
pointed director of public rela- 
tions and sales promotion for 
Massachusetts Mutual Life. 

Price F. Carney has been pro- 
moted to secretary of the Life 
and Casualty Insurance Com- 
pany, Nashville, Tenn. He suc- 
ceeds E. R. Derryberry, who is 
retiring after more than forty 
years of service. 


C. Russell Loy has 
been appointed 
Deputy Insurance 
Commissioner, Com- 
pany and Agent Di 
vision, for the Ken- 
fucky Department of 
Insurance. 


Dr. Kenneth Black, Jr., head of 
the department of 
real estate and law at Georgia 
State College, has been pro- 
moted to the rank of Regents’ 
Professor of Insurance. He was 
recently named editor of the 
CLU Journal. 

David W. Shand, Jr., formerly as- 
sistant secretary, has been pro- 
moted to controller of the Zur- 
ich-American Companies. 

J. Marvin Foley, formerly man- 
ager in Springfield, Ohio, for 
Commonwealth Life, has joined 
the Life Agency 
Management Association as a 
consultant in the company rela- 
tions division. 

John W. Carpenter, chairman of 
the board of Southland Life, 
died June 16. He organized the 
Texas Security Life Insurance 
Company, which through a se- 

mergers, 
and consolidations has become 
Southland Life. He has served 
as chairman of the board since 
its organization. 

Frank W. Robinson of Maury, 
Donnelly and Parr has_ been 
elected president of the Binder 
Club of Baltimore. William S. 
Walbeck, Fidelity and Casualty 
of New York, was elected first 
vice president. 

Michael Manus, 


insurance, 


Insurance 


ries of acquisitions 


former member 
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of the underwriting department 
of United Life and Accident, 
has been appointed home office 
field supervisor for Europe. His 
headquarters will be in Frank- 
furt-Main, Germany. 
Edward O. Zander has 
named supervisor of pensions 
and special sales for Protective 
Life to develop pension 
ness, profit sharing plans and 
business insurance. 
William S. Gillam, 


been 


busi- 


FCAS, has 


been appointed manager of the 


UNFAILING 
AS A 
BN 


research division at the Na- 
tional Bureau of Casualty Un- 
derwriters. 

Theodore R. Heiser has_ been 
elected comptroller of Ameri- 
can Surety of New York. He 
holds the same post in the af- 
filiated American Life Insur- 
ance. 

F. R. Huehnergarth, Jr., formerly 
chief underwriter, has _ been 
named director of the newly- 

legal department of 
Continued on page 74 
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Money is important, we can’t live without it—but it 
can’t buy everything. Try to buy prestige with it. By 
prestige, we mean a good name which is built up 
through years of service to clients. 

Federal Life has built a name through the years 
which is synonomous with POLICYHOLDER SERV- 
ICE. Operating for 60 years, Federal Life has become 











known as a leader in the field of Life, Accident and 
Health Insurance. 

Federal Life is a personal company which takes pride in its dealings with its 
agents and its policyholders. Federal is the type of company which would make any 
man proud to be associated with it. 

If you are interested in becoming part of a progressive company which is 
undertaking a giant new agency expansion program—write: Emery Huff, Agency 
Vice-President for details. 
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“There are no circumstances, however 
unfortunate, that clever people do not 
extract some advantage from them.” 

LA ROCHEFOUCAULD. 


His face was red: his pocket nerve hurt when he discov- 
ered that one of his trusted employees had been collect- 
ing premiums and , but he sold a lot of fidelity 
insurance using himself as the horrible example. 
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These Names Make News 
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Educators Mutual Life, Lan- 
caster, Pa. 

R. Jacobson has been ap- 
pointed director of all agencies 
of American Income Life, In- 
dianapolis, Ind. He previously 
was resident vice president for 
Indiana. 

Marvin D. Bower, CLU, has been 
named secretary of State Farm 
Life. He is now assistant vice 
president in the Michigan head 
office. 

Robert Pope, CLU, has been ap- 
pointed to the newly created 
position of manager of man- 
power development for Pilot 
Life, Greensboro, N. C. 

Joseph Gabriel Taracido, superin- 
tendent of agencies for United 
States Life, has been appointed 
technical consultant to the In- 
surance Department of the Re- 
public of Venezuela. 

James A. Peirce, director of the 
bureau of publications for John 
Hancock Mutual Life, has been 
elected treasurer of the Inter- 
national Council of Industrial 
Editors. 

W. Irving Plitt, vice president of 
Atlantic Mutual, was elected 
Chairman of the American 
Cargo War Risk Reinsurance 
Exchange. 

Clarke Smith, U. S. manager and 
general attorney of Royal 
Globe, was elected president of 
the National Board of Fire Un- 
derwriters Building Corpora- 
tion. 

Harry M. Mountain, president of 
Aetna Insurance, was elected to 
the executive committee of the 
Eastern Underwriters Associa- 
tion 

Fred T. Clifton, John S. Grasty 
and David H. Winton were 
elected directors of the Na- 
tional Association of Insurance 
Brokers. 

Thomas W. Sweeney, executive 
vice president and treasurer of 
H. Mosenthal & Son, was 
elected president of the Insur- 
ance Brokers’ Association of 
New York. 
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Stanley R. Wayne, Mutual Benefit James H. Brewster, Jr., vice pres- County of Westchester, has 
Life, has been elected president ident and treasurer of the Aetna been elected to the board of the 
of the Life Underwriters Asso- Life Affiliated Companies until United Medical Service, Inc. 
ciation of the City of New York. his retirement in 1956, died (Blue Shield), New York. 
Harry Phillips, 3rd, CLU, Penn May 4. He was still active as a J. R. McEvoy, president of the 
Mutual, is administrative vice director of the Aetna Life and First National Bank of Hol- 
president. was a member of the board for brook, Ariz., has been elected 

Allan Wikman, director of educa- 30 years. to the board of Commercial 
tion for General Adjustment William F. Cushman, a vice presi- Life, Phoenix. 

Bureau, was elected president dent of the American Foreign Richard P. Fradd will become the 
of the Insurance Company Edu- Insurance Association, died May 


: i “ies new comptroller for Great 
cation Directors Society. 8, at Pompano Beach, Fla. 


Southwest Life, Phoenix, Ariz., 
Dr. Charles M. Brane, secretary and for its parent organization, 
of the Medical Society of the National Reserve Insurance. 


William J. McKenna 
has been named 
vice president in 
charge of advertis- 
ing and public rela- 
tions for Old Equity 


Life, Evanston, Ill. He's fol aun aal= 


RIGHT ROAD, 
with : 
Equitable Life 
of lowa's | 


Richard Guinan, Massachusetts 
3onding and Insurance Com- 
pany, was elected president of 
the Dallas Casualty Underwrit- a 
ers Association. — 

Israel Siegel, recently retired Ma 

from Metropolitan Life after 25 

years, has been named execu- SALES KITS 

tive secretary of the New Jer- 

sey State Association of Life 

Underwriters and of the New- 

ark Association of Life Under- 

writers. 


James E. Hoskins, second vice 
president and actuary of The 
Travelers, has retired after 
more than 43 years service. He 
has been a pioneer in the field 
of aviation insurance and prom- 
inent in actuarial circles. 

George D. Moore, secretary and 
past president of the Associa- 
tion of Casualty Accountants 
and Statisticians, died suddenly 
March 11. 


R. Howard Bland, Sr., honorary: ; : 4 ; ; 
chairman of the United States ‘ Life of Iowa are these Sales Kits covering four major 


Fidelity and Guaranty and for ‘ needs. Each has been field-tested and proved for its 


Among many sales aids provided by the Equitable 


52 years a member of its board effectiveness. The field associate who really uses 
of directors, died May 2. : these Sales Kits is a long way on the Right Road 
K. Babcock, retired secretary : : to success as a Career Life Underwriter. 
of the casualty claim depart- 
ment, Aetna Casualty and Sure- 
ty company, died April 27 in 
Hartford Hospital. He was 80 
years old, and had been with 
Aetna for 43 years. 
Allen C. Ward, vice president of 
Resolute Insurance, Hartford, 
died suddenly April 14. He was 


Ke 
52. 
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Investments 


Continued from page 59 


while the prevailing trend persists. 
The very persistency of a prosper- 
ous period has a tendency to over- 
come logical arguments. Reasoning 
becomes boring after a time if the 
market itself refuses to respond. 
This is the point where we are apt 
to be lulled into a state of com- 
placency if we are not alert to the 
danger. 

Among a number of dangerous 
assumptions that are accepted as 
part of a boom psychology is that 
the nation as a whole and many 
industries will continue to grow 
without worthwhile interruption. 
Now we all know that growth ad- 
vances by waves or cycles, not in a 
straight line. And yet many in- 
vestors will look into the future 
and see brilliant growth, both for 
the country and industry five or 
ten years from now. 

As a matter of fact this belief in 
growth has been instrumental in 
pushing the price of some stocks 


to the point of already discount- 
ing the brilliant future. This same 
appetite for growth has relegated 
to a minor position the dividend 
that a company pays. So many 
stocks today are yielding 3 per 
cent, 344 per cent or less that the 
ratio of stock yields to bond yields 
is as low as it was in 1929. 


Boom, then Bust 


It is very possible that this en- 
chantment with growth can be 
overemphasized. Many concerns 
have grown rapidly in past boom 
periods only to collapse, and in 
some cases, dissappear when all the 
artificial stimulants that are part 
of a boom were withdrawn. To- 
day it seems many investors are 
only concerned with growth, giv- 
ing little attention to present earn- 
ing power or dividends. There is 
no doubt that growth is an essen- 
tial element for investment suc- 
cesses. But during the period of 
boom, the extent of that growth 
can become wishful thinking. 

It is during such periods that it 
is well to analyze carefully the fu- 
ture potentials of companies in 


which you make investments. As 
an example, the growth in the 
aluminum industry seemed well as- 
sured, but it was because of this 
confidence in the future that the 
industry by 1956 developed an 
overcapacity that has not yet come 
into line with demand. This over- 
capacity and the efforts to obtain 
it, resulted not only in price cuts 
for the industry but in financial 
strain for some companies. The 
stocks of aluminum companies re- 
flected this adverse turn. Today 
the outlook is more encouraging, 
and with new demand coming in, 
the future looks much more hope- 
ful but it would not have been very 
pleasant to have held aluminum 
stocks through the decline. 

So long as the general business 
climate is one of activity, the fu- 
ture is going to look bright. Un- 
der the influence of this bright- 
future earning power can 
again be projected to fantastic 
levels. Nevertheless some thought 
should be given to how long it may 
actually take for these earnings to 
materialize. The bright light of 
prosperity will not continue in- 
definitely. 


ness, 


ALWAYS ROOM FOR ONE MORE... 


Reproduced through the courtesy 
of Box Cards, Inc 


Life Insurance in Force 
Over $1,500,000,000. 


because all new arrivals in the family are protected 
automatically with Life and Casualty’s Family Protec- 


tion Plan. 


Life and Casualty’s Family Protection Plan is the ideal 
solution for the young family who needs a low cost 
starter for their family insurance program, as well as 
for the established family who truly needs extra pro- 
tection on each family member. 


The Family Protection Plan is designed especially to 
meet the protection needs of each member of the fam- 
ily, and provides needed insurance on all family mem- 
bers with one policy and one 


premium. 


Life and Casualty writes the 
Family Protection Plan in the 
Weekly Premium and Ordinary 


Departments. 
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Another factor that feeds the 
growth complex is our concern over 
inflation. Here again we can be- 
come unduly influenced by an idea 
and overlook some facts. Actually 
there are many types of inflation 
but the most common type, too 
much money chasing too few goods, 
is not with us. Our inflation is a 
cost inflation. Raw materials, as 
any other Federal Reserve charts 
will show, have been in a flat or 
declining trend for years, and have 
shown no recent signs of turning 
strongly upward. The inflation we 
have, comes about when these raw 
materials are converted into semi- 
finished and finished goods. In 
other words, the cost of production 
keeps rising, and eventually reflects 
itself in the cost of living. 


Profit Margin Shrinks 


From an investment angle this 
constant increase in cost tends to 
narrow profit margins. Profit mar- 
gins in turn affect earnings, and 
earnings are the real test of the 
progress being made by any com- 
pany. Without a rising trend of 
earnings, the growth we anticipate 
can become a mirage. 

A business boom, politics, a 
fetish and _ inflation pressures, 
should be enough for any investor 
to ponder during the calm of a 
summer day. We can’t do much 
about any of these problems, but 
we can keep our thinking clear and 
not let the nostrums of the mo- 
ment overcome our sense of value. 

Prosperous periods always come 
to an end. To pinpoint the time is 
nearly impossible, but to prepare 
for it is possible. 

While you are pondering these 
thoughts, you may possibly be en- 
joying a sail. Should the wind 
freshen noticeably you may start 
to reef your sail. If the wind veloc- 
ity picks up you reef some more 
and by the time the real blow 
arrives, you are in a position to 
ride it out with little danger. You 
give up a little speed in return for 
safety and an enjoyable sail. 

You may be sure the economic 
wind, generated by business activ- 
ity, political oratory and _ invest- 
ment opinion, will steadily freshen 
until the storm breaks. You might 
give a thought now to “reefing.” 
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Daily Reports 
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points. List of accidents in which 
they will not be deemed at fault 
has been expanded. 

(4) Other drivers with three, 
four, five, or six or more charge- 
able accidents or violations will 
pay slightly less now in _ sur- 


charges than in the Plan as orig- 
inally filed. 


“Regardless of Fault" 


First announcement of SDIP in 
April indicated that drivers with 
only one violation or accident, re- 
gardless of fault, would have to 
pay higher than the basic rate. 
Such a storm of protest arose that 
NBCU-NAUA modified SDIP as 
it went into effect May 1. Acci- 
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dents in which one driver was con- 
victed of a traffic violation would 
free the other driver involved 
from receiving a demerit and sur- 
charge on his insurance rate. 

Almost immediately some large 
non-Bureau companies announced 
their own merit rating plans for 
safe drivers. One pointed to the 
fact that it had formed a subsidi- 
ary and started writing auto in- 
surance on a similar plan at least 
six months before the NBCU- 
NAUA announcement. 


Bureau Cos. Experiment 


Several Bureau companies 
notably the Travelers— felt the 
need to experiment more rapidly 
than the NBCU-NAUA program 
would allow. So the Travelers 
went the subscribership route, 
withdrawing from full member- 
ship in the Bureaus in four states 
in order to try out their own auto 
plan in those states. 

The next move was for the Bu- 
reaus to open the way for their 
full members to try out new auto 
insurance policies without waiting 
for the entire group of Bureau 
companies to go along. A May 26 
announcement by NBCU-NAUA 
resolved: “It is the policy of these 
organizations that _ individual 
members and subscribers continue 
to be encouraged to propose inno- 
vations and experiments for the 
benefit of the insurance-buying 
public, agents and companies.” 
NBCU-NAUA would continue to 
file those proposals from their 
companies with the state insur- 
ance departments. 


Favorable Comments 


Along with all these maneuvers, 
favorable comments were build- 
ing up from both within and out- 
side the insurance profession 
Agents and brokers criticized de- 
tails but generally praised the 
NBCU-NAUA action. Directors of 
the California Association of In- 
surance Agents pledged “whole- 
hearted support” and commended 
the Bureaus through an official 
resolution. 

The president of the Insurance 
Brokers Exchange in California 
praised the changes in SDIP and 
said, “The concept of credits and 
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penalties for highway behavior 
can substantially affect driving 
habits, and a tremendous public 

service is being rendered.” 
National interest in the Cali- 
fornia experiment continues to 
run high. In June at the annual 
meeting of the Eastern Underwrit- 
ers Association, President A. L. 
Polley called SDIP “undoubtedly 
the most important single action 
taken by our industry this year.” 
No compilation is possible yet 
on the amount of business being 
written under the NBCU-NAUA 
plan. One estimate was that as 
much as 55 per cent of Califor- 
nia’s auto insurance this year 
might be written in the SDIP. 
—W. M. Alrich 


And in the Future 


August 19-22—Annual convention, Federa- 
tion of Insurance Counsel, Fontainebleu 
Hotel, Miami Beach. 

September 10-1!—Annual convention, Min- 
nesota Association of Independent In- 
surance Agents, Hotel Duluth, Duluth, 
Minn. 

September 1!1-12—Southwest Management 
Conference, auspices General Agents and 
Managers of the Southwest, Statler-Hilton 
Hotel, Dallas. 

September 13-16—1959 Congress, Interna- 
tional Union of Marine Insurance, London, 
England. 

September 14-16—Annual conference, As- 
sociation of Superintendents of Insurance 
of Canada, Algonquin Hotel, St. Andrews, 
New Brunswick. 

September 16-18—Annual meeting and 
seminars, Society of Chartered Property 
and Casualty Underwriters, Ambassador 
Hotel, Los Angeles. 

September 20-25—Annual meeting, NALU, 
Bellevue-Stratford Hotel, Philadelphia. 
September 27-30—Annual meeting, Interna- 
tional Claim Association, Americana Ho- 

tel, Miami, Beach. 

September 28-30—Annual meeting, LOMA, 
Edgewater Beach Hotel, Chicago. 

October 11-14—63rd annual convention, 
National Association of Mutual Insurance 
Companies, Adolphus and Baker hotels, 
Dallas. 

October 12-16—54th annual meeting, 
American Life Convention, Edgewater 
Beach Hotel, Chicago. 

October 12-14—1959 International Systems 
meeting, auspices Systems and Procedures 
Association, Royal York Hotel, Toronto, 
Canada. 

October 21-23—Association of Life Insur- 
ance Medical Directors, Hotel Statler, 
New York. 

October 26-28—Annual meeting, Life Ad- 
vertisers Association, Drake Hotel, Chi- 
cago. 

October 26-28—1959 convention, California 
Association of Insurance Agents, Biltmore 
Hotel, Los Angeles. 

October 28-30—Institute of Home Office 
Underwriters, Statler Hotel, St. Louis. 
October 29-31—I9th annual meeting, Mid- 
West Management Conference, auspices 
General Agents & Managers Association 

of Indianapolis, French Lick, Ind. 
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WERE ENTERING THE “SPACE AGE” TOO! 


Only this doesn't mean we're insuring travelers to outer 
planets—yet. It does mean that we're entering a period in 
which we can effectively fill some very important space. 
Space is available for the man who wants to be trained in a 
career, who is experienced and needs ''space"’ or who is a 
seasoned underwriter with the desire and ability to build an 
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Expanding Columbus 


Continued from page 19 


years ago these plans were drawn 
and building begun. Already parts 
of the pattern have been completed 
and traffic movement into and out 
of the center city has been cleared 
of some of its confusion. When 
more portions of the plan are com- 
pleted, especially the outer belt ex- 
pressways, new areas will be opened 
for residential and industrial de- 
velopment. 

The building of a dam has also 
contributed to the steady, long 
range growth of Columbus. City 
water has been supplied by two 
dams on the Scioto River. In 1956, 
the city added to these by putting 
into operation its new $25 million 
Hoover Dam, which can take care 
of more than double the city’s pres- 
ent daily requirements. 

These recent improvements, how- 
ever, follow the Columbus pattern 


Substantial override for general agents. 


Accident and Sickness Plans 


— “Your Partner for Life’. 


With Central Standard Life’s career contract, you can 





plan for your retirement * create an estate for your family 


* enjoy liberal underwriting + join an agency-minded organization 


a longer history in the center city 
itself. Back in 1913 a flood on the 
Scioto destroyed many buildings in 
center city. Then an architect, with 
the support of the city Chamber of 
Commerce, drew up plans for a 
Civic Center area —bridges and 
civic buildings along both banks. 

Eleven years later the present 
city hall building was completed in 
the Civic Center area. Other mu- 
nicipal and state buildings have 
been placed along that “high east 
bank” and now the city’s Health 
and Safety Center Building has 
joined the exhibition - convention 
hall on the west side of the river. 

Continuing development has also 
been noticeable in Columbus’ man- 
ufacturing statistics. In 1939, the 
city listed 521 manufacturing es- 
tablishments with products valued 
at more than $181 million. Now 
the number of establishments has 
risen to more than 800 and the 
value of their products is at least 
eight times what the total was 20 
years ago. 

Three industrial units in the 
Columbus area—North American 
Aviation, Ternstedt division of 
General Motors, and Westinghouse 
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See for yourself 
Write or wire today for 
your “‘new approach” 
agent’s kit. Get full de- 
tails by contacting your 
local Central Standard 
General Agent or: John 
M. Laflin, Vice President 
and Agency Director. 
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Electric—each employs more than 
3,000 now, and there are 14 other 
manufacturers with more than 
750 employees. All in all, manu- 
facturing employment in the area 
rose from 37,000 in 1940 to more 
than 67,000 last year, increasing a 
little faster than total population 
which went from 388,000 to 665,000. 

Finally this growth is evidenced 
in another tangible form — new 
construction. Last year, the U. S. 
Department of Commerce ranked 
Columbus seventh highest city in 
values of new building permits. 
At one time late last year, this 
construction in progress was 
worth more than $168 million. 
This includes industrial building, 
housing projects, office structures. 
One group of insurance companies 
—Buckeye Union group—is erect- 
ing a new $2.5 million home office 
now in Columbus. 

Last year the city completed and 
dedicated a modern $4 million Air- 
port Terminal, which is already 
being enlarged to accommodate 
more air travel. 

It was in this growing city we 
asked a few leading citizens to 
state for THE SPECTATOR their 
opinions about insurance. Already 
in our files was a statement from 
one of the city’s best known na- 
tive sons: Captain Eddie V. Rick- 
enbacker, board chairman of East- 
ern Airlines and one time aviation 
ace. 


Rickenbacker Endorsement 


Mr. Rickenbacker has said about 
insurance: 

“Life insurance, in my opinion, 
has always been an absolute ne- 
cessity for the American family 
and its members. In fact, it con- 
tributes to the American family- 
as much as to the American home 
—in frugality, stability and se- 
curity. 

“Life insurance should start with 
all teen-age youth and should be 
promoted and inspired by the par- 
ents in order to instill in their 
children while they are still young, 
the value of ‘a penny saved is a 
penny earned’ to the maintenance 
of a life insurance policy. In this 
way, the burdens of illness, acci- 
dents and old age are guaranteed 
protection.” 


Continued on page 82 
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YOUR 
COMPETITION... 


has a phone, too. What it may not have behind that phone is all that you can 
offer prospects when you have PLM in your office. For instance: age and 
experience—63 years; prompt claim payment record; continuing dividends 
to policyholders; newest types of coverages: PLM Budget Plan for installment 
premium paying; helpful special agents; efficient, friendly home office per- 
sonnel and much more — all combining to give you and your clients a 
well-rounded service. Why not get in touch with us. 


Writing FIRE and ALLIED LINES 
“In the Birthplace of American Mutual Insurance” 


PENNSYLVANIA LUMBERMENS MUTUAL INSURANCE COMPANY 
PLM Building * Philadelphia 7, Pa. 
Branch Offices in New York, Los Angeles, Charlotte, N.C. 





want to get in 


on the 


round floor? 


Nobody can question the advantage of getting a 
head start. The producer who offers a new kind of 
health coverage sooner than his competitors can 
develop a larger clientele, and a bigger premium 
volume. 


With that in mind, let’s look at some recent Con- 
tinental innovations which have been widely imi- 
tated in the health insurance industry: 


#65-PLUS... 


a hospital-surgical insurance plan exclu- 
sively for people over 65 


= QUALIFIED RISK POLICIES... 


enable people with physical impairments 
to get almost any type of health insurance 
—including coverage of their chronic dis- 
abilities 


= LIFETIME—PAID UP AT 65... 


Guaranteed Renewable hospitalization 
which is fully paid up at age 65 . . . insured 
has top protection, no premiums to pay 
during his retirement years. 


These are just a few of the contracts Continental has 
developed in the past year or two — more are on the 
way. Why play “follow the leader’? when you can be 
a leader yourself. Get in on the ground floor, call your 
nearest Continental General Agent or Branch Office. 


CONTINENTAL CASUALTY COMPANY 


Home Office: Chicago, Illinois 


A MEMBER OF THE 
CONTINENTAL-NATIONAL GROUP 
CONTINENTAL ASSURANCE COMPANY 
TRANSCONTINENTAL INSURANCE COMPANY 
NATIONAL FIRE OF HARTFORD 
TRANSPORTATION INSURANCE COMPANY 


| 
| 


| 
| 


Expanding Columbus 


Continued from page 81 


Statements from other Colum- 
bus officials and leaders are on 
page 20. 

Columbus citizens put their be- 
lief into tangible form by paying 
over $91 million annually in pre- 
miums, according to estimates by 
THE SPECTATOR. This total was an 
increase of $7.5 million in one year. 

In Table 1 is a breakdown of 
these premiums by major insurance 
lines, as shown for the Columbus 
metropolitan area covering all of 
Franklin County. Estimates are de- 
rived from THE SPECTATOR’S state 
premium totals for 1955 and 1956 
and appear in the two editions 
of “County Patterns of Insurance 
Sales.” Almost all insurance lines 
showed a rise in premium total 
with a particularly sharp rise in 
the Residential Fire figure, reflect- 
ing the large amount of home con- 


Insurance Premiums — Columbus 
Metropolitan Area 
1955 1956 

Lines Add 000 Add 000 
Ordinary Life $28,049 $29,678 
Industrial Life 6,473 5,809 
Group Life 5,293 6,248 
Group A&H 6,697 8,160 
Individual A&H 2,682 2,912 
Hospital, Medical 8,620 10,311 
Residential Fire 3,230 4,347 
Mercantile Fire 2,809 2,957 
Industrial Fire 1,722 1,736 
Auto Liab. B. I. 6,607 7,584 
Auto Liab. P. D. 4,035 4,258 
Auto Phys. Damage = 7,374 7,134 





Total Premiums $83,591 $91,134 
Source: 1957 and 1958-1959 editions of 


THE SpEcTATOR’s “County Patterns of In- 
surance Sales.” 


struction around Columbus, and 
Group life and health lines due 
the city’s industrial expansion. 

For the capital city of Ohio is 
building, expanding, growing with 
a strong steady push. It has 
planned its expansion well. We are 
privileged to cite Columbus in this 
special issue of THE SPECTATOR and 
pleased that Mayor Sensenbrenner 
and other citizens have been willing 
to endorse insurance for our pub- 
lication. 
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Verdict 


Continued from page 58 


tended coverage clause of the fire 
policies. The clause in question read 
as follows: 

“Provisions Applicable Only to 
Windstorm and Hail: This Com- 
pany shall not be liable for loss 
caused directly or indirectly by (a) 
frost or cold-weather or (b) ice 
(other than hail), snow storm, 
sleet, waves, tidal wave, high water 
or overflow, whether driven by 
wind or not. 


Exclusions Listed 


“This Company shall not be liable 
for loss to the interior of the build- 
ing or the property covered therein 
caused (a) by water, rain, snow, 
sand or dust, whether driven by 
wind or not, unless the building 
covered or containing the property 
covered shall first sustain an actual 
damage to roof or walls by the di- 
rect force of wind or hail and then 
shall be liable for loss to the in- 
terior of the building or the prop- 
erty covered therein as may be 
caused by water, rain, snow, sand 
or dust entering the building 
through openings in the roof or 
walls made by direct action of wind 
or hail or (b) by water from sprin- 
kler equipment or other piping, 
unless such equipment or piping 
be damaged as a direct result of 
wind or hail.” 

The trial court found that the 
policy did not cover the loss and 
the insureds appealed. The appel- 
late court affirmed the verdict, with 
this reasoning: 

“With respect to the removal of 
the hatch cover by the windstorm 
of January 10, the only evidence 
in the record is to the effect that 
there was a windstorm on that 
date, that the winds thus generated 
were of sufficient force to have re- 
moved the hatch cover, and that 
the cover was found partially dis- 
placed on the day the water dam- 
age occurred. There is no evidence 
tending to show that the cover was 
in place on the hatch just prior to 
the windstorm; nor, in fact, is 
there any evidence as to when the 
cover was last known to be in place 
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or that it was ever in its proper 
position. There is no evidence of 
non-access by human agency. 
“This state of the evidence shows 
no more than a possibility that the 
wind removed the hatch cover; and 
it is well settled that the trier of 
fact will not be allowed to guess 
or speculate on mere possibilities, 
but must be furnished with prob- 
abilities. . . . Furthermore, even if 
the plaintiffs had offered sufficient 
evidence to show that the wind dis- 
lodged the cover, such action of the 


wind was too remote from the ac- 
tual damage to fall within the 
coverage of the policy. In this rea- 
soning the Court is persuaded by 
the holding in the strikingly simi- 
lar case of Williams v. Liberty 
Mutual Fire Insurance Company, 

135 N. E. 2d 910 (Mass. 1956). 
“Consideration is next given to 
the appellant’s contention that 
wind blowing on the pipes through 
the open hatch in the roof was the 
direct cause of the loss and there- 
Continued on page 84 
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UNITED STATES BRANCH 


LINE 


Executive Office 
70 Pine Street, New York 5, New York 


Telephone BOwling Green 9-5532 


Southern and Facultative Department: 


140! Peachtree Street, N.E., Atlanta 9, Georgia 
Telephone TRinity 5-8969 
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Verdict 


Continued from page 83 


fore, within the coverage of the 
policy. Although the appellate court 
in the Williams case, supra, quoted, 
without disapproval, the dictum of 
the trial court to the effect that 
such circumstances, had they been 
proved there, would constitute di- 
rect action of the wind within the 


meaning of the policy, we cannot 
subscribe to this viewpoint. The 
policy provision in question is an 
extension of a basic fire insurance 
policy intended to extend coverage, 
by its express terms, to loss or 
damage directly attributable to 
‘windstorm.’ 

“Although, as contended by the 
appellants, when the terms of an 
insurance policy are ambiguous the 
policy must be construed most 
strongly in favor of the insured. 
Where no such ambiguity exists, 


Prospects, like grapes, 


can come in bunches... 


Funny how many insurance men ignore 


this fact and go on harvesting prospects 


the hard way —one at a time. 


If you'd prefer to prospect a bunch 


at a time, get yourself a group case. (It’s easy 


if you use an Occidental Small Group 


package plan.) You'll automatically have 


the inside track to individual policy sales 


among your certificate holders. 


Here's another thing. Surveys show that people 


covered by Group insurance are more apt to 


buy individual insurance —and in larger 


amounts —than those not covered by Group. 


Why not do your prospecting a bunch at a 


time — with Occidental’s Small Group 


package plans? It’s harvest time all the time. 


OCCIDENTAL LIFE 


Insurance Company of California 
Home Office: Los Angeles/W. B. Stannard, Vice President 
(A MEMBER OF THE TRANSAMERICA INSURANCE GROUP) 


We pay Lifetime Renewals...they last as long as you do! 


the policy terms are to be taken 
and understood in their ordinary 
sense and the policy must receive 
a practical, reasonable and fair 
interpretation consonant with the 
apparent object and intent of the 
parties. See 29 Am. Jurl, Insur- 
ance, paragraphs 158, 159, 166 
(1940), and the many cases there 
cited. The District Judge gave ef- 
fect to this rule of reasonable con- 
struction when he stated, ‘Direct 
wind damage certainly could not 
be construed as a frozen pipe. The 
wind might have blown in this 
hatchway all summer and done no 
damage to the pipe. Damage to the 
pipe from the wind does not mean, 
in my view of it, a frozen pipe.’ 


Force of Wind is Key 

“It is the opinion of this Court 
that the term ‘wind damage’ or ‘loss 
as a direct result of wind’ embodied 
in a provision insuring against 
damage by windstorm, if taken and 
understood in its plain, ordinary 
and popular sense, connotes damage 
due to the strength or force of the 
wind. 

“It is significant to note that the 
Court has been unsuccessful in 
finding any case granting recovery 
on a wind damage insurance policy 
wherein the violent and forceful 
action of the wind was not in- 
volved, nor has such case been 
cited. The various judicial defini- 
tions of the term ‘windstorm’ all 
emphasize, exclusively, the violent, 
turbulent and forceful qualities of 
the phenomenon. ... 

“A further indication as to what 
was intended by the particular pro- 
vision in question is found in the 
words near the midpoint of the pro- 
vision hereinbefore quoted to the 
effect that there was to be no cov- 
erage of damage to the interior of 
the building caused by water, rain, 
etc., unless the building ‘shall first 
sustain an actual damage to roof 
or walls by the direct force of 
wind or hail. . . The theory of 
the appellants is not premised on 
the strength or force of the wind 
on the pipes but on the chemical or 
physical properties of moving air 
in that it will absorb and carry 
away heat, thus facilitating the 
process of freezing. Such strained 
or forced construction of insurance 
contracts are to be avoided.” 
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Company News 


Continued from page 56 


Coastal States Life, Atlanta, Ga., 
has proposed a 12% per cent 
stock dividend for its 5,000 
stockholders. 


Surety Life, Salt Lake City, has 
declared a 100 per cent stock 
dividend. On May 1, the com- 
pany also paid a 10 per cent 
cash dividend. 


Seaboard Life, Miami, has consol- 
idated its two former classes of 
stock into a_ single category 
of common stock with voting 
rights. There are now 676,163 
shares of stock outstanding, 


Errata 


United Life Insurance Co. of 
Jacksonville, Fla. On page 57 of 
the 1959 Life Index, total insur- 
ance in force for the year 1957 is 
shown as $29,014,000. This is an 
error as the correct amount of in- 
surance in force should be $66,- 
435,480. 


9) 
5 


On Page 26 of the 1959 Fire In- 
dex the officers of the General Se- 
curity Assurance are incorrect. 
The proper listing should have 
shown H. Marshall Robertson, 
Chairman of the Board; Peter M. 
Robertson, President and T. N. 
Donaldson, Vice President. 


NOTE: 

From Actuary William Breiby 
comes this note about his article 
“Evaluating 117 Stock Life Com- 
panies—30 Years Later’ in the 
March 1959 issue of THE SPECTA- 
TOR: 

“The two formulae in the first 
column above the Schedule on page 
37 of the article should read as 
follows: 

i YE + YE x (PR-+ PR? 

PR? + .... + PR’) 

“or in terms of the column num- 
bers 

SY. (1) + (1) x [(2) 
(2)2 + (2)3 + .... 4+ (2)™7] 

“In both of which, ‘PR’—Persis- 
tency Rate—should, of course, be 
taken as a decimal figure and not 
as the percentage figure given in 
column (2).” 
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new developments in 


ANTLE 


RAISING 


mean a more productive South 


Today, the South is the fastest-growing cattle 
raising section in the nation. Beef yields of 
500 to 600 pounds per acre are common on 
improved pasture, with yields as high as 1,200 
pounds per acre on irrigated pasture. AND... 
milk production now ranks fourth as a source 
of farm income in the South. 


LIFE Comba 


or GEORGIA 


SERVING THIS FAST-GROWING 
REGION SINCE 1891 
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performance bonus. Ask for Confident Living bro- 
chure “BO-321”’. 


American Equitable Assurance Company 
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Organized 1918 
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Upon the death of his father, Geurge 
Washington inherited a considerable 
amount of land including Ferry 

Farm which lay close to the 
Rappahannock River in Virginia. 

To supplement the income of 

his inheritance which was mostly 
land, he sometimes operated 

the ferry across the river to 
Fredericksburg. 


This reproduction is one in a series of eleven original oil paintings 


by Walter Haskell Hinton which portray little-known events in the life 


of our Country's first president, George Washington. 

A booklet containing full-color reproductions of all eleven 
paintings is available upon request. In addition, we hope you will 
visit us and view the original paintings which hang in our 


Home Office gallery. 
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FASTEST SELLING PACKAGE 


INA’S HOMEOWNERS POLICY 


INA originated the Homeowners and INA leads the field in volume written. This is a real showing in leadership, 
the kind the agent with a future should have, helping him get and hold business in any line. And here’s a point: 
the Homeowners is an opening wedge into complete family protection. One agent, one source, one monthly 


payment under INA’s new convenient |NAmatic plan. All this is extra value to help make your tomorrow big. 
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